





It’s the new MAJOR WASHINGTON, worthy descendant 


of a distinguished line. A beauty sensation. Women 


will pick it from a hundred as the most beautiful heater 

built. New modernistic design. New Circassian walnut 
5 

porcelain finish; two-tone maple and ebony trim. New 


advanced features. New ruggedness and efficiency. 


Extra heavy, all cast-iron heating unit. All cast-iron 
bottom and ash pit. Built-in down draft, hot blast. The 
super heater that will smash sales records this vear. Get 
details and prices, judge for yourself. 


Write today for new Catalog and Prices on Heaters and 
the Washington Line of Coal, Gas and Electric Ranges. 


GRAY & DUDLEY COMPANY 


Nashville, Tennessee 
Established 1862 
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WASHINGTO 








‘““WORTHY OF THE NAME”’ 
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FROM THE START 


“ 


Wig. 


Glidden chemists and color experts—backed by 
almost limitless research facilities are constantly 
checking, constantly working on new ideas, new 
products, new and better ways of doing things. 


Rigid standards of quality start with the raw 
materials —standards that are set up through 
careful laboratory tests. And all the way through 
to ihe finished package, Glidden carefully con- 
trols the production of its products. 


Glidden is interested in the problems of its 
dealers—willing to help them to develop new 
and broader markets —anxious to show them 
how to make more money in the paint business. 
But Glidden knows that the real foundation 
of success—for the dealer as well as for the 
manufacturer—is Quality— Quality that is 
rigidly maintained from the start. 


THE GLIDDEN COMPANY « Cleveland 














No. 579 
Dial operated only. 


Retail Price ® 1. 00 


No. 589 


with Emergency 
Control Key. Retail Price $1.25 


SPECIFICATIONS 


Body of the lock is die cast in one 
piece. Back is die cast and finished 
in oxidized nickel. Scalp is of 
heavy nickel bronze and is spun 
over the front and back of the pad- 
lock, firmly fastening the dial, case 
and back into a single unit. Dial 
and dial knob are die cast, black 
enamel background with numbers 
and graduations in white. Diameter 
of case — 11346 in. Shackle, 4 in. 
steel rod, bright cadmium plated, 
is securely held at heel cok tees. 


locked with hardened steel bolt at ~ 


toe. Clearance, | in. 


NOTE—Pressure or pull on the 
shackle while dialing does not in- 
terfere with the operation of these 
padlocks. When the shackle is 
closed it is automatically dead- 
locked and all three tumblers are 
dispersed. 


EMERGENCY CONTROL KEY: 
YALE Combination Padlock No. 
589, with the emergency control 
key, is sold only for specific in- 
stallations, not as a stock item. 
This lock is sold for locker sys- 
tems where complete supervision 
is desired. The key must always 
be carefully and thoroughly safe- 
guarded to insure security. 
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achievement! 


COMBINATION 


YALE 


a NEW and FINER 


PADLOCK 


N PRESENTING the new 579-589 
YALE Combination Padlocks, we 
honestly believe we have achieved 
the highest degree of combination 
padlock security, dependability and 


convenience. 


These padlocks possess new and ex- 
tremely valuable features. There are 
three positive combination numbers 
that must be dialed. After the third 
number has been dialed, dial is turned 
to the right to a point at which the 
shackle is released and automatically 
jumps open. Thus, the last dialing 


number is not perceptible. 


HARDWARE MERCHANTS 


Have your men call on school 
officials, Y.M.C. A.’s, Clubs and 
other places where locker systems 
are in operation. Outside selling 
is profitable. Remember we are 
cooperating with you by confining 
our efforts to the hardware trade 
—also by constantly writing to 
school authorities. You cooper- 
ate by following up our efforts. 





YALE & TOWNE MFG. CO. 


STAMFORD, CONN., U.S.A. 





Hardware Age, published every other Thursday by Chilton Co. (Inc.), Chestnut and 56th Sts., 
A.) $1.0 


Office at Philadelphia under the Act of March 3, 1879. 


( Printed in U. 


8. 


1.00 per year. Single copies 15¢ each. Vol. 135, No. 
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Philedelphia, Pa. Entered as second-class matter March 2 24, 1933. at the Post 
13. 








The uniformly high quality of Nichol- 
son Files - - their unfailing ability to 
get work done quickly and economi- 
cally - = their sharp teeth and their 
durability - - these things, plus pop- 
ular prices and National Advertising, 
make Nicholson Files the leader 
in file sales through hardware stores. 


At hardware wholesalers’ and mill 
supply dealers’. Nicholson File 
Company, Providence, R.I., U. S. A. 


Genuine 
NICHOLSON 
FILES 








A FILE FOR EVERY PURPOSE 
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GRAND CROSSING 
QUALITY 


Visti iia 
STEEL 


YOU’LL FIND THAT THESE ATTRACTIVE 
COLORED PACKAGES SPEED SALES e e 
WRITE FOR CATALOG NUMBER 225-B 
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Integrity is but one of the hidden 
values in Plymouth Rope. Fur- 
ther advertisements will disclose 
others of equal importance. 
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_ make Plymouth Rope day 
after day and year after year with no deviation from high 
quality standards requires something more than good 
materials and skilled workmanship. Maintenance of this 
uniformity in quality depends upon certain Company poli- 
cies and traditions which are important elements in Ply- 
mouth Rope. 


Integrity is one of these invisible elements. It has been 
reflected in the manufacturing and selling policies of this 
Company for well over a century. Integrity that controls 
the selection of materials—Integrity that permits no devia- 
tion from high standards of practice in production and 
service — Integrity that has earned for the Plymouth name 
and trade mark the enviable distinction of representing 
only highest quality rope. 

Integrity is built into every coil of Plymouth Rope. 

Integrity has helped to make Plymouth the Rope that 
dealers can trust to give their customers satisfactory service. 


e e @« #« e PLYMOUTH CORDAGE COMPANY 
NORTH PLYMOUTH, MASS. AND WELLAND, CANADA 


SALES BRANCHES: NEW YORK, CHICAGO, BOSTON, BALTIMORE 
PHILADELPHIA, CLEVELAND, NEW ORLEANS, SAN FRANCISCO 





PLYMOUTH - 0.0 0rivst 
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FIRST IN VALUE - FIRST IN SALES OPP 
peo 


Made by AMERICAN STEEL & WIRE COMPANY 












Every Post a Product that Builds 
Good Will Because the Quality is 
Never in Doubt .. + «= = 


From mining of ore to finished 
product, the final result is never in 
question. Each step in manufacture is 
under one control and supervision and 
Orange Banner Steel Posts are made 
uniformly good throughout—and 
uniformly good from one day to the 
next as they have been from year to 
year through all these years of suc- 
cess. This is important because it has 
enabled dealers to build and maintain 
a steady and profitable post business. 
It is a guarantee of outstanding serv- 
ice to the user. 

Further Sales Value is developed by 
the Spring Advertising Campaign in 
Farm Papers and the several mailings 
direct to dealers’ customers. But there 
is more. There is the fact that No 
Other Post Has As Many Outstanding 
Selling Features. Features that Sell 
the Posts for you and bring the satis- 


By every test, Orange Banner Posts are 
the best foundation for the fence line—the 
best for your trade—and the best for you. 


fied Buyers Back to your Place of Do you want more facts? A post card— 
Business. mailed today—will bring them to you post 
haste. 





AMERICAN STEEL & WIRE COMPANY 


208 SOUTH LASALLE STREET, CHICAGO 
AND 


in the Southeast On the Pacific Coast 
Tennessee Coal, Iron & R. R. Co. Columbia Steel Company 
Brown-Marx Building, Birmingham, Alabama Russ Building, San Francisco, California 


Each of These Companies is a 


: VTE Midlees id Ccgperatiin hebuitiany 
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FOR FRICTION-FREE GARAGE DOOR ACTION 
BUILDERS SPECIFY National TROLLEY SETS 


tine endorsement of experienced builders who are familiar with 
the various types of garage hardware on the market accounts 
in part for the popularity and adoption of National Hardware. 


Friction has long been recognized as the barrier to quick, easy door 
manipulation, and in the designing of these sets steel roller bear- 
ings are used to give the hanger wheels free rolling motion, without 
strain, even under the weight of heavy garage doors. 


The exclusive adjustment features of the hangers give positive as- 
surance that there will be perfect door 
alignment and clearance at all times. 
Special trolley rails and brackets are 
made to serve the hangers on these sets 
in order to promote the ultimate in 
working efficiency. 








\Attonat 
National Hardware MFG. CO, 


meets popular demand 
and is easy to sell. 


a 
WE ARE COOPE RATING 






National Hardware is sold direct 
to the retail dealer—a policy 
that promotes quality, service 
and direct selling cooperation. 





No. 855 Swivel Trolley Hanger Nos, 815 and 816 Three-Door Trolley Garage Sets 





National Manufacturing Company 
Sterling - + +© © Illinois eS ty 





SELLS: 
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JOHN T. BRITTAIN, New- 
ton Upper Falls, Mass. ‘I 
buy several hundred dollars 
worth of paint material a year 
and the dealer who gets my 
business is the one who sup- 
plies my lead.”’ 










HARRY SCHLUI- 
TER, Watertown, 
Wis. ‘Average bills 
for supplies run 
around $1,200; most 
of it is spent where 
I buy Dutch Boy 
White-Lead.”’ 

























H. L. WILKES, Winston-Salem, 
N.C. ‘‘Last year I spent $3,480 
with my dealer friends where I 
get my Dutch Boy White-Lead.”’ 








VOLUME BUYERS 
Fniul Watlerials/ 

* * * 
Let them tell you what they spend 
and where they spend it 


JOSEPH D. ENGLEBERT, Cincin- 
nati, O. ‘“‘We use about $11,000 
worth of paint materials a year, pur- 
chased where we buy our Dutch Boy 
White-Lead.”’ 





J | THOMAS ORMESHER, i 
‘ New Kensington, Pa. ‘‘My : ee 
annual purchases of paint = ? 
materials run from $800 to 
$2,000. The dealer carrying 
the complete Dutch Boy line 
gets my entire business.’’ 












GEORGE D. WRIGHT, Youngs- 
town, O. ‘During the first 10 
months of the year I purchased 
well over $2,500 of paint materials. 
Where I buy my lead and oil I also 
purchase my other materials.”’ 


C. T. PETERSON, Ra- 
cine, Wis. ‘“‘My yearly 
purchases run from $500 
to $1,700. The dealer who 
furnishes me with Dutch 
Boy products gets this 
business.”’ 





THEODORE J. HOLLAND, Milwau- 
kee, Wis. ‘‘I make it a practice of buy- 
ing all my materials from one house— 
the one which carries a complete line 
ef Dutch Boy paint products.’’ 


W: WENT to painters. Asked them how muchthey and push Dutch Boy White-Lead...the most sought- 
spent last year for supplies. Asked them also after item in the paint line. e Other Dutch Boy paint 
where they spent the money. « Here are some of the _ products that enjoy wide popularity in the craft are 
replies. They prove two things. First, that the Dutch Boy Linseed Oil, Dutch Boy Liquid Drier, 
painter’s business is volume business. Second, that the Dutch Boy Lead Mixing Oil, Dutch Boy Wall! Primer, 
best way to get this profitable business is to stock and Dutch Boy Colors-in-Oil. 


722 Chestnut St., St. Louis; 2240 24th St., San 


Fier ge Francisco; National-Boston Lead Co., 800 Albany 
Street, Boston; National Lead & Oil Co. of 

xs J Pa., 316 Fourth Avenue, Pittsburgh; John T. 

Lewis & Bros. Co., Widener Bldg., Philadelphia. 
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NATIONAL LEAD COMPANY 


111 Broadway, New York; 116 Oak St., Buffalo; 
900 West 18th St., Chicago; 659 Freeman Ave., 
Cincinnati; 820 West Superior Ave., Cleveland; 














LETTER 


FROM A HARDWARE MERCHANT 





VEACH C. REDD 


Cynthiana, Ky. 


April 9th, 1935 


Mr. H. D. Whittlesey 
The Sherwin-Williams Co. 
Cleveland, Ohio 


Dear Mr. Whittlesey: 


We always look forward to this season of the 
year. It marks the close of our fiscal year with 
The Sherwin-Williams Co. and there is always 
a nice Cumulative Discount check coming. 
This check was received in this morning’s mail 
from the Cincinnati Office. 

While the check this year is not as large as 
it has been in some former years, and not as 
large as we would like to have had it, yet it is 
significant for several reasons. In the first place, 
we “made the grade” without buying and 
carrying surplus stocks and straining our in- 
vestment. In the second place, it was not 
taken into account in our costs and selling 
prices, and of course, represents that much 
net profit. This net profit to me is highly sig- 
nificant. I do not as yet, have the figures from 
our National Office on the Hardware Survey 
for 1934 but in looking over the figures from 
the 1933 survey, I find that this Cumulative 
Discount check alone, represents more net 
profit than the average hardware store in towns 
of our size, with a volume corresponding to 
ours, made in that year. In fact, a great many 
of them actually lost money. 

All of us know that the past three years have 
been trying times. It is very gratifying to know 
that we have come through it all with our 
reputation still “fairly good” and our credit 
unimpaired, and with our business on the most 
solid foundation in its history. Naturally, | 


give credit to these Cumulative checks we have 
been receiving each year, simply for the reason 
that we have not “kidded” ourselves by taking 
this Cumulative discount into account in fix- 
ing our costs and selling prices. We have not 
had any trouble in making a profit on the 
Sherwin-Williams line, based on regular dealer 
costs. This is the reason I have continually told 
you that I am proud to be a member of the 
“Sherwin-Williams Family.” 

It has been said “It’s what we do with what 
we have that counts.” We have ready for 
mailing, eighteen thousand Broadsides, and 
the first one is going in the mails today. The 
others will follow in sequence. The announce- 
ment ads to tie up with the Broadsides, are 
being used in the newspapers. We are building 
bigger and better window and interior displays 
than ever before. We are making a Paint 
Survey this week. 

With all this effort, with all the enormous 
market in front of us, with our nearness to the 
Cincinnati Warehouse, and the splendid one 
day service they are giving us, there will have 
to be something radically wrong with “con- 
ditions of the country” if this Cumulative Dis- 
count check is not larger in 1936. 

[ just wanted this opportunity to express to 
you personally my appreciation, and to tell you 
that we are still “carrying on.” 

My kindest personal regards to yourself and 
to all the other members of your organization 
that I know personally. 


Sincerely, 


)) 64. fet 


y/ 
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(STEEL SHEETS FOR EVERY PURPOSE \ / 
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PECIFY AMERICAN 
Products — high in 

quality and correctly 
manufactured in every detail, 
both mechanically and metal- 
lurgically. Supplied in Black 
and Galvanized Sheets, Tin 
and Terne Plates for all 
known uses. For maximum 
rust-resistance use KrysToNE 
Copper Steel Sheets. 


This Company also manufactures U $ S High 
Tensile Steel Sheets, and US$ Stainless and 
Heat Resisting Steel Sheets and Light Plates. 























—— Write for Literature and Complete Information 


American Sheet and Tin Plate Company 


GENERAL Offices: Frick Building, PitrssurGu, Pa. 


STEEL SHEETS ALSO PRODUCED 
In the South by TENNESSEE COAL, IRON & RAILROAD Co. On the Pacific Coast by COLUMBIA STEEL COMPANY 
Birmingham, Ala. San Francisco, Calif. 
Export Distributor for above Companies — UNITED STATES STEEL PRODUCTS COMPANY, Hudson Terminal Building, 30 Church Street, NEw York, N. Y. 











CO: . BEE BRI Wz ee pe: 
United States Stl "“WiLpitde bb stiliwnidl 
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It's an Important Institution 
in the Hardware Trade 


Buyers would be greatly 
handicapped without it. 


They turn to it instinc- 
tively when ‘‘looking up”’ 
merchandise. 






The 


Annual Directory Number 
The ‘‘Who Makes It?” 7ssue 


of HARDWARE AGE 


is indispensable to hardware buyers. 


The 1935—36 Edition is 


eAsa Catalog, the products of over 300 manufacturers, described and illustrated in this 
one volume, all thoroughly indexed and cross-indexed for ready reference, 
make the “Annual Directory Number” so convenient a source of product 
information that Buyers keep it always close at hand. The busier the 
Buyer the more frequently does he refer to it. The product sought is 
generally found cataloged in its pages by one or another manufacturer. 


eAsa Directory, it enables the Buyer to find the source of supply for practically any item 
of merchandise that would be of interest to the hardware trade. It 
furnishes the names of a// manufacturers of each item and a thorough list 
of Jobber’s Brands. 


@ The “Annual Directory Number” will come to you as the September 26th issue of Hardware Age 
on your regular subscription. 


@ If you are not a subscriber to Hardware Age or if your subscription is expir- 
ing remit $1.00 with the coupon below and your subscription will be entered 
or renewed at once. 


Hardware Age, 


239 West 39th Street, Date 
New York, N. Y. 

Enclosed is my remittance of $1.00 for which please enter my new ....... (or renewal ....... ) subscription to 
Hardware Age for one year (twenty-six issues including the “Annual Directory Number” to be published September 
26th). 

eee ia eee SP, rie a are aa 
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UNLOADERS, 
FORKS, SLINGS, 
PULLEYS, 
TRACKS, HOOKS, 
AND FIXTURES 


Harvest is approaching. Busy days on the farm are just 
ahead. Fields and meadows give full promise of a splendid 
grass and hay crop this year. 


New unloading equipment will be needed. Today is none too early to 
place your specifications for Myers Unloaders, Forks, Slings, Pulleys, 
Tracks and Fixtures. A definite standard of quality so pronouncedly dem- 
Wa onstrated from year to year in excellence of performance has created a 
Wi preference for MYERS HAY UNLOADING TOOLS that has become an 
wm out-of-the-ordinary trade asset for Myers dealers. 





Perhaps you are one of the many who has already placed specifications 
with us for 1935. If not, we urge you to do so immediately. 


We anticipate and have provided for a heavy demand during the weeks to 
come, and are prepared to serve you promptly. Write or wire. 


Be ace mip A THE F. E. MYERS & BRO. CO. 


See! ASHLAND, OHIO 








PUMPS - - WATER SYSTEMS - - HAY TOOLS - - DOOR HANGERS 
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to the hardware stores 


As a result of millions of dollars now being | 
spent in modernizing houses, there is a tre- | 
mendous demand everywhere for 


Moore Push-Pins 


Aluminum or Glass Heads and 


Moore Push-less Hangers 


to hang up pictures, mirrors, wall decora- 
tions, curtains and draperies. 


Business which belongs 








Cash in on these sales WENTY MEN shooting Skeet 
by displaying our new regularly will use more shells ina 
| year than four hundred men shooting ducks 
REVOLVING CABINET | and upland game! These Skeet fans also 
ae | buy shooting jackets, glasses and guns. 
containing an assort- Would you like to have some of this 
ment of 72 window- business? It means a steady, 12-month in- 
front Packets. Ask your come. All you need do is talk and feature 
Jobber today. Skeet. There are plenty of trigger fingers th Pen sgl ‘ 
Also write us direct for itching for a chance at Skeet. All these je World s Fines 
ly of fellows want to know is how to get started. Traps and Targets 
a supply 0 our 16-page F Chamberlin Skeet i ti Wonder Singlever Skeet 
illustrated booklet, The poonge dager gear ng le a aeee Outfit, complete, retails 
- - oo your store and window. Get the boys to for 899 we 2 Soong 
Home Beautiful, im- try the game. And Skeet itself will do the country’s leading Skeet 


clubs. Lower priced out- 


printed with your name, : 
fits to meet all pocket- 


to give your customers. 


MOORE PUSH-PIN CO. 


113-125 BERKLEY ST. 
PHILADELPHIA, PA. 


rest! Write for full details. Remington 







Arms Company, Inc., ° books. Also Blue Rock 
Bridgeport, Conn. Remington, Targets, famous for their 


Gp chrome yellow band vis- 
ible in any light. 
= 








JUNE 20, 1935 13 





RIFFIN 


HINGES 


AND WROUGHT STEEL 
HARDWARE 


Door Butts 


Strap and 
Tee Hinges 


Pressed Steel 
Shelf Brackets 


Ornamental 
Hinges 
Safety Hasps 
Hinge Hasps 
Door Handles 
Garage Hardware 
Corner Irons 
Corner Braces 


Cellar Window Sets 


Back Flaps 
Chest Hinges 


Screen Door 
Hardware 
& 


Send for catalog describing 
these and other items. 


CM anufacturing Company 
ERIE, PENNSYLVANIA 





Branch Offices:- 


NEW YORK: 45 Warren Sr. BOSTON: 113 Purcnase Sr. 
CHICAGO: 162 N. Cuinton St. SAN FRANCISCO: 703 Marker St 








1829 





NEVER LETS A MAN DOWN! 


Calls for good gallows rope 
may be few and far between, 
but often a life may hang on 
the stoutness of a piece of 
rope bought in your store. 


Now in Binder Twine true 
economy depends on uniform 
full yardage and freedom 
from annoying and costly 
breaks. Both, features of our 
famous Luzon. 





No need to worry when it's 
Blue Heart Manila. You 
know there's no rope made 
with a higher safety rating 
(plus Uniformity, Durability 
and perfect Flexibility, wet 
or dry). 





Naturally, you must supply the 


“price buyer’ also. But for 
the repeat business which 
comes only from good will 
through customer satisfaction, 
order— 


BLUE HEART MANILA ROPE 
AND LUZON BINDER TWINE 


THE GEO. WORTHINGTON CO. 
CLEVELAND, 0. 


1935 
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NEW 


eee» ARCADE CRAFTMASTER | 
HOMEWORKSHOP  fL___ a“ | 
A high quality ‘ | 








machine 


at low cost 
* 
Opens a 


tremendous 


market 


A full-fledged Homework- 
shop that has everything 
for the home craftsman 
. . . the most practical 
electrically powered mul- 
ti-tool unit on the market. 
Retails well below other similar equipment .. . and is more com- 
plete. A sure-fire seller in a market that is scarcely scratched. 
A safe home-craft machine for man or boy, powered by a 4 
or less H.P. motor. Five power tools complete on one base .. . 
lathe, jig-saw, drill press, sander and grinder with extra ac- 
cessories available at small additional cost. Lathe has 8” swing 
and turns 15” between centers. Drill operates in either metal | 
or wood. Over-all dimensions 2934” long, 20” wide, and 4414” | 
high. Weight 80 Ibs. Finished in gray enamel with pulleys in | 
black enamel. Machine parts in nickeled and aluminum finish. 
Write your jobber for literature and details on this new live item. 


ARCADE MFG. CO., FREEPORT, ILL. 
@ 50th Arcade Anniversary ... Established in 1885 








SUPER-APEX 





has a zinc coating 
almost twice as heavy 
as some other widely 
and more or less 
carelessly advertised 
lines. 


On top of this zinc 
coating there is baked 
a coat of high quality 
enamel thus reducing 
corrosion almost to 
the vanishing point. 














in "Salt Air," moisture or gaseous 
laden climates is almost double the 
life of cloth made by the old process. 


STEEL — COPPER — GOLDEN 
BRONZE — SPECIAL ALLOYS — 
ANTIQUE BRONZE—ALUMINUM 


HANOVER 
WIRE CLOTH CO. 


HANOVER PENNSYLVANIA 

















= S 
send 
Hand-L-Mop 








, 
Wide-awake dealers everywhere are tying in with Gottschalk's national advertising | 
campaign. Featuring Metal Sponge, Bronze Ball, Kitchen Jewel and Hand-L-Mop. | 


METAL SPONGE SALES CORP., Philadelphia | 
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wth the 
Boy Scouts 





in Your | 
ITU e ENDORSED AB OFFICIAL AX 


BOY SCOUTS OF AMERICA 


* 


When a boy comes to your store 
—ask him if he’s a Boy Scout. 
Show him the “Bridgeport” | 
Official Scout Ax; with head and 
handle all one piece. Let him “heft” it. 
Point out the slender blade, the keen 
cutting edge, the inlaid hickory grip. 





Profits Attract 
Thrifty Dealers 


Retails at $1.75 ($2.00 in sheath). Dealer 
cost $14.00 doz. ($16.00 in sheath). 
Order NOW from your Jobber. 2-color 


display card free to dealers. 


Bridgeport Hdwe. Mfg. Corp. 


BRIDGEPORT, CONN. 
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For #% oe , 
GAME HUNTERSand *° % i 


TRAP SHOOTERS__ 
UNION 


GUN IMPLEMENTS 


RANK BUCK (big game hunter) “Brings 

‘em back alive.” Thousands of game 
hunters bring ‘em back “Dead as a door 
nail.” Whether they use rifles, shot guns or re- 
volvers, all realize the importance of CLEAN 


en __ barrels. 
b,. a , (SONSIDES also the big army of skeet 
» and trap shooters who “kill” millions 
ey \ _—of “birds” annually. They, too, are strong for 
Ww, Mie, ; CLEAN barrels. 
Bee FROM rifle and shot gun cleaners to a. 
complete loading set “UNION” Gun 


Implements are absolutely dependable. 
“UNION” Rifle and Shot Gun Cleaners clean 
barrels thoroughly without injury. All are 
profitable sellers. 


Your Jobber Will Supply You 


HARDWARE COMPANY 
GZ EVE GS & YW 


REC.U.S.PAT. OF F. ESTABLISHED 1854 


TORRINGTON, CONN. 


NEW YORK OFFICE ISI CHAMBERS STREET 









No. 2463 Rifle Ghnestne Brush No. 248 Bristle and Brass Wire 
25-50 i, Shot Gun Cleaning Brush 


EU -* snes Set Genuine Tomlinson Cleaner 
8-20G and 410Ga. 
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WITH THESE GENUINE RUBBERSET 


PAINT BRUSH ASSORTMENTS 


Quick Turnover... Extra Sales... 
when you use these new displays 


Brilliantredandblue, 
this display gets at- 


| ger in paint brushes? Yes sir! When you feature _ tention. Compact, it 







. . measures onl r 
Genuine Rubberset Paint Brushes. Here are two spe- rr 8%” yo A 
17” high when open. 
Let it make extri 
sales for you. Assort- 
meant No. 335. 


cial offers of Genuine Rubberset varnish and wall brushes. 
This is what we mean when we say there’s real money 
in paint brushes for hardware dealers. 
Get the fast profits Genuine Rubberset Paint Brushes 
offer you. Start now ... use this page as your order blank* 
or call your jobber for these two assortments today! 


VARNISH BRUSH ASSORTMENT 
Cost to you $4.80... Retail Value up to $9.00 
Your Profit up to $4.20 — 87.5%! 











Compact, colorful, eye-catching, this special display 
assortment includes 6 dozen genuine Rubberset varnish 
brushes. 3 dozen 1” size, 3 dozen 1/2” size. All pure 
Chinese bristles. (Bristle length 3%’’.) Metallic finish, 
non-chip handles — and every brush is guaranteed 
original Rubberset setting. Seieniniiniiiiniaes 

At 10¢ each you make $7.20 — 50% profit. At 15¢ for —**, Yet stays clean and safe 


when stored in the base of 


the 14” brush you total $9.00 — a profit of 87.5%. the display. Only 4 brushes 


are shown at a time. 









SPECIAL WALL BRUSH 
ASSORTMENT 
Cost to you $6.00 
Retail Value $9.00 
Your profit $3.00 —50% 














1 doz. brushes in all: four 3” (bristles 2%”), four 
3%" (bristles 314’) and four 4” (bristles 3%”). 
All pure Chinese bristles. Real nickel ferrules. secu: « ge: 

Metallic finish, non-chip, colored handles. Every 1S TRADE MARKED 
brush guaranteed original Rubberset setting. [i{U-1:14 e140 


Suggested retail prices: 50¢ for 3” size, 75¢ for 1S A GENUINE 
3%%"’ size and $1.00 for 4” size. Pays a total of RUBBERSET 


$9.00—50% PROFIT. BRUSH 





* USE THIS PAGE as your order blank. Check 
Up on your counter, occupying only1sq. | 4SSOrtments you want in the squares above. Tear out 
ft. (12” x 12” x 9” high), in vivid orange the page, write your name and address and that 
and black, this display gives youfastturn- OF your jobber on margin. Mail to the address 


over and quick profits on genuine Rub- 7 : 
berset wall brushes. Assortment No. 235. below. Shipments through your jobber promptly. 


PAINT BRUSH DIV. 
R U K oa a R ay ET co Ay PAN y 56 FERRY ST., NEWARK, N.J. 
Established 1873 
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Just AMONG OURSELVES 


Chain Store Tax— 


Independent retailers in all 
lines are banded together in IIli- 
nois to promote a chain store tax. 
A sliding scale of levies is pro- 
posed. It starts at $10 per store 
for two to five stores and is 
graded up to $500 for each store 
when 40 or more are operated by 
one company in the state. The 
fight has been led by J. C. Amis, 
secretary-treasurer of the Chicago 
Retail Hardware Association, and 
has had the support of the IIli- 
nois Retail Hardware Association, 
as well as practically all other 
independent state retail groups in 
Illinois. Mr. Amis appeared be- 
fore the State Legislature and 
read a brief giving the inde- 
pendent merchants’ problems and 
reasons for promoting the tax bill. 
Reasonable progress was being 
made. Then came a flood of pro- 
tests from chain store operators 
and employees, with hardly a 
handful of letters from indepen- 
dent merchants to back up the 
work of Mr. Amis and his col- 
leagues. A recent bulletin to 
hardware dealers from the office 
of Mr. Amis tells the story. He 
writes: “The chain stores have 
flooded their Senators and Repre- 
sentatives with mail asking them 
to vote against this legislation 
(O’Grady and Mendell Bill). The 
independent retailers have been 
asleep. Although they have been 
asked several times to write their 
Senators and Representatives, they 
have not done so. Don’t wait for 
the other fellow to do it, do some- 
thing for yourself. NOW.” If 
this chain store tax bill is defeated 
in Illinois, independent merchants 
can blame their own laziness and 
indifference as the direct cause. 


The Tax Idea— 


The idea of a state chain store 
tax does not appeal to us as a 
cure for the competitive condition 
faced. We believe that taxes be- 
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come permanent very easily and 
may at an early date be spread 
to include a further tax on ALL 
retailers. But that is beside the 
point in this instance. The inde- 
pendent retailers of Illinois say 
they want a chain store tax but 
they won’t help themselves get it. 
This is a weakness in our plea for 
recognition and consideration and, 
until we show a more active in- 
terest in promoting our own af- 
fairs, crying for legislative relief 
seems entirely futile. If these 
merchants want such a tax meas- 
ure they should put up one ever- 
lasting hot fight for it. 


Compensation— 


A great many competent hard- 
ware salesmen have been hard 
pressed in recent years. Men with 
a wide acceptance among both 
wholesalers and retailers have 
been seeking new connections. It 
is shocking to learn of the limited 
income possibilities offered them 
by apparently good sized, well fi- 
nanced factories. A salesman 
whom we know to be competent, 
well liked and respected, writes 
as follows: “Manufacturers want 
us (salesmen and agents) to work 
on a straight commission of about 
5 per cent maximum. If they 
have any established business in 
the territory they hold it out, ex- 
pecting the salesman to spend his 
own money to introduce the line 
and wait as long as a year for any 
real commissions to start. It 
takes from three to five years to 
put a line on a real paying basis. 
Right now they expect us to sell 
their goods for fall shipment, 
operating entirely on our expenses 
with commission not due until 30 
days after the shipment is made 
and paid for this fall. They are 
entirely unwilling to pay us any- 
thing for our specialized knowl- 
edge of a territory and the pros- 
pects in it.” This is an indict- 
ment. It is grossly unfair and 


likewise poor business to keep 
salesmen in a state of near pov- 
erty. A salesman’s greatest asset 
is his loyalty to his house plus 
the energy and optimism that is 
so much a part of the make-up 
of all successful salesmen. A man 
can’t respect his house nor have 
the proper attitude toward his job 
if he is on a starvation basis. The 
final result is bound to be un- 
satisfactory for the house as well 
as the salesman. 


Song of Life— 


From a reader in a small Texas 
town comes a simple letter which 
tells a story that is very typical 
of life and of the fortunes of men. 
This reader writes: “Attached you 
will find a funeral notice of John 
sou nas This gentleman 
was about 85 years old. He came 
here in the twenties during an oil 
boom and made investments that 
made it possible for him to retire 
and he continued his residence 
here from then on. He leaves no 
immediate family as far as we 
can find out. 

“He often told the writer that 
he had as a young man worked 
for E. €. Simmons together with 
Saunders Norvell and later 
worked for Mr. Norvell under the 
old Norvell-Shapleigh firm. Later 
he was in the wholesale hardware 
and sporting goods business in 
Little Rock, Ark. He related that 
he sold Hamp Williams his open- 
ing stock of hardware. 

"WE coc s Oe 
of the old guard and there are 
many old men in the hardware 
game that will be interested in 
knowing of his passing. We took 
pleasure in giving him Hamp 
Williams and Saunders Norvell 
writings in the hardware papers 
and he said that it was peculiar 
that men he was so closely allied 
with should become so famous 
and he in so an obscure place as 
here.” 
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The salesman, armed with plenty of 
white tags and wire fasteners knocked 
at back doors . . . asking if he might 
attach a card as a future reminder. 


F. S. Ingersoll Hardware Co., Rocky River, Ohio, gets 
direct sales results and widely introduces the store by 


oiling and greasing service .. . 


S. INGERSOLL Hardware, 

of Rocky Rover, Ohio, have 

contacted a total of 3500 
homes in the store’s natural trad- 
ing area through a novel means 
of offering an oiling and greasing 
service for washing machines. 
Hundreds of new prospects and 
new impressions have been made. 
Here is the story of how it was 
done: 

When the firm considered ways 
and means of pepping up their 
major appliance business last fall, 
they analyzed the surrounding 
potential market pretty thorough- 
ly. Hundreds of homes in the 
immediate area of Rocky River 
and Lakewood were owned or 
rented by middle and better class 
people. There was no such thing 
as a saturation point. Nearly all 
had a need for some kind of appli- 
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ance which they did not already 
own. , 

Many of those prospects were 
regular Ingersoll Hardware pa- 
trons. Still there was not the 
business there should have been 
in the electrical department. Such 
merchandise needed a_ stronger 
connection with the store. Then 
there were the numerous residents 
unknown to the hardware’s cus- 
tomer list. How to effectively con- 
tact those homes was the store’s 
big problem. 

In this day of pestiferous bell 
ringers, it was decided that no 
ordinary approach would do. 
People no longer took kindly to 
constant questioning about their 
facilities and their possessions. A 
new entree had to be devised. 

Analyzing conditions a_ bit 
further, it was found that electric 








washers were the most common 
appliances then in use. Why not 
approach them with something of 
practical benefit in washer ser- 
vice? An idea took shape. 
Starting in September, a first 
class salesman, who knew electric 
washers, was despatched to the 
homes with a special offer of com- 
plete greasing and oiling at the 
attractive price of one dollar. 
White cards were printed bearing 
the name of the store and informa- 
tion regarding their service and 
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repair on all makes of washing 
machines, vacuum cleaners, refrig- 
erators and ranges. On the re- 
verse side of this card, for adver- 
tising purposes, was a suggestive 
list of electrical appliances sold 
by the F. S. Ingersoll Hardware. 

At the same time that the sales- 
took to the avenues, an advertise- 
ment was inserted in a weekly 
newspaper which covered their 
trading area. This ad apprised 
the public of the special dollar 
greasing service offer. Such ser- 


ontacts 
ales 


vice was an annual need of the 
electric washer. 

The salesman, armed with 
plenty of white tags and wired 
fasteners, knocked at back doors. 
Housewives met him dubiously. 
He did not push for an immediate 
sale—merely advising them of the 
necessary service offer and asking 
if he might attach a card to their 
machine as a future reminder. 

The offer was attractive. There 
was no obligation. Many people 
saw no objection to the tag. 





The salesman goes to the basement to attach a tag. While there he makes hasty 
notation of the make and condition of the machine. This serves as an excellent 
survey. 
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The salesman went to the base- 
ment to attach the tag. And while 
there he made a hasty notation of 
the make and condition of the 
machine. This would serve as an 
excellent survey. 

Some resistance was experi- 
enced, to be sure, but where they 
were not interested, a card was 
left in their possession anyway. 
Those people might well be later 
prospects. 

Occasionally the party inter- 
viewed would volunteer the in- 
formation that “the next thing she 
was going to buy was an electric 
refrigerator.” Such remarks 
brought out just the desired in- 
formation. The Ingersoll repre- 
sentative was then free to present 
his store’s offerings in the refrig- 
erator line. 

In addition to the places where 
cards were attached to machines 
and those where cards were mere- 
ly left at the door, many people 
wanted immediate service. The 
need was perfectly obvious, the 
price was favorable, and it was 
found that many people had neg- 
lected the annual need for a good 
oiling and greasing. Often num- 
erous repairs were necessary and 
the service order ran up to a siz- 
able amount. 

So successful, in fact, were the 
immediate results that another 
salesman was despatched to the 
streets. As fast as the jobs were 
contracted, a date was set and the 
store’s expert service man, experi- 
enced on all makes of machines, 
fulfilled the dates. This man 
could handle only 8 to 10 jobs per 
day because it was necessary to 
spend a half hour or so at each 
stop. People might feel over- 
charged where only ten or fifteen 
minutes was consumed _ even 
though the work could be com- 
pleted in that time. 

In favorable weather, the two 

(Continued on page 59) 
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Their Womens Shop is 


N Delphi, Ind., a town of 2000 
| population, Mount & Son, 

hardware dealers, have suc- 
ceeded in introducing the femi- 
nine appeal without interfering 
with the routine of the regular 
hardware lines. It is accomplished 
by the use of a room devoted to 
merchandise of special interest to 
women and presided over by a 
competent young woman, Miss 
Dorothea Shaffer, who also does 
the store’s bookkeeping and assists 
with the a !vertising. 

Merchandise in this department 
includes American, Bavarian and 
English china. The imported china 
is mostly open stock but the Amer- 
ican product is retailed by Mount 


& Son only in 32-piece sets. Indi- 
vidual pieces—salad dishes, cups, 
saucers and tea sets—are popular 
items to attract women’s trade. In 
this department are concentrated 
the housefurnishing lines and re- 
lated merchandise, such as alumi- 
num ware, enamel ware, hollow 
ware, glassware, silverware and 
artificial flowers. 


Costume Jewelry 


When the store was remodeled 
last summer the firm added cos- 
tume jewelry to this women’s de- 
partment and the dollar items were 
popular with customers, succeed- 
ing in adding more store traffic. 


Some items retailed for fifty 
cents. In the majority of cases 
items are priced in round figures, 
odd prices being reserved for spe- 
cial offers, but every item in this 
store is price ticketed in plain 
view. All items are given open 
display except the costume jewelry 
which is displayed in glass show 
cases which add a suggestion of 
value to them. 

As a further bid for the house- 
wife’s attention the housefurnish- 
ings and kitchen utensils are dis- 
played on shelves that have been 
covered with oilcloth shelving just 
as used in the home. The shelves 
near the front of the store display 
chinaware and those immediately 


Mount & Son window and women’s shop attract women’s trade, for them in Delphi, Indiana. 
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Mount & Son, Delphi, Ind., introduce 


feminine appeal to their store... on, 


in charge of the 
women’s dept. 


Shaffer 








to the rear of that are given over 
to small electrical appliances. 
On the right of the store as you 
enter are several booths of unique 
design which enable the woman 
customer to examine individual 
pieces of merchandise undisturbed 
by other customers. These booths 
are individually lighted and the 
merchandise is placed on shelves 
designed in a way that gives max- 
imum attention value. The lower 
shelves are extended furthest and 
the others recede slightly to allow 
for good visibility. The accom- 
panying illustration shows these 
booths clearly. They are particu- 
larly useful at Christmas and other 
holiday season when gift merchan- 
dise is to be displayed. The pic- 
tures with this article were taken 
at Christmas season last year. 
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Dark drapes on the shelves of the 
booths added contrast and at- 
tractiveness to such items as 
chromium-plated casseroles, etc. 

Window displays and advertis- 
ing are used intelligently by 
Mount & Son to keep the store’s 
women’s trade active. The win- 
dow illustrated happens to be a 
Christmas display also, but is in- 
dicative of the type of trim the 
store is capable of producing. The 
silhouette used in the background 
was lighted from behind and a 
second background plane painted, 
to represent the desert, in alumi- 
num paint. Altogether there were 
three planes in this background, 
the Pyramids and Holy City be- 
ing spaced about four inches 
apart. The columns at the sides 
were made of lattice frame and 


covered with Flexocloth and 
lighted from inside with colored 
lights. The floor was painted 
aluminum and the mats and pedes- 
tals were made of black window- 
tex. Similar trims may be used at 
other seasons using the same basic 
idea, varying the subjects as the 
occasion requires. 

Mount & Son turn out much of 
their own advertising matter by 
mimeograph. Each month they is- 
sue a four-page leaflet and insert 
in which seasonal goods and spe- 
cial offers are featured. This leaf- 
let not only presents the offerings 
of the women’s department but of 
the entire store. Illustrations of 
several items are sketched on the 
mimeograph stencil by hand and 
the descriptive matter is done on 

(Continued on page 59) 
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Hardware Curiosities 


By ROBERT PILGRIM 
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THE FIRST CANDLES WERE O- 
SOAKED REEDS, AND WERE 
DEVELOPED 70 AID PERSECUTED 
CHRISTIANS TO FIERCE THE 
DARKNESS OF THE ROMAN 
CATACOMBS 
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ONES COME FROM CHINESE PIGS. BECAUSE HOGS ARE , 

ALLOWED JO LIVE LONGER JN CHINA THEIR BRISILES GROW JO 
THE PROPER SIZE FOR GOOD BRUSHES ~AND THEY ARE, BESIDES, 

NATURALLY BLACK I COLOR. OVER 80% OF THE GRISIES USED 
IN WOOSTER BRUSHES COME FROM CHINESE F/GS 
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BECAUSE IT 1S AT THE 
REAR OR HIND ENP, DRINKING GLASSES 3 FEET LoNG / 
AFTER "GREECHES, WHENCE ONE GWALLOW ALMOST AAADE A 
* ALGO CAME THE WORDS SUMMER, WHEN THESE ELONGATED 
BREECHBLOCK, GLASSES WERE USED IN THE TIME 
BREECH-LOADPING ETC: OF JAMES IL OF ENGLAND FOR 


DRINKING TOASTS 
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A Joker in the Pack 
of the New Deal 


HIS article is written from 
the standpoint of the aver- 
age regular daily news- 
paper reader. Long before the 
gold decision by the Supreme 
Court of the United States there 
were a lot of articles in the papers 
about the possibilities of this de- 
cision. Therefore when the de- 
cision was handed down, the 
public mind was generally well 
prepared. However, even in that 
case the newspapers didn’t clearly 
outline the points involved. Some 
did, but most did not. The news- 
paper editorial writers seemed to 
take it for granted that the read- 
ing public knew all the whys and 
wherefores and all the facts in 
connection with the decision. 
Now just ask a few people of your 
acquaintance about the gold de- 
cision and see how much infor- 
mation has stuck in their minds 
on this subject. You will be sur- 
prised at how little they know. 
The Supreme Court decision on 
the N.R.A. case came as a bomb- 
sheil to the general reading pub- 
lic. Of course, here and there, 
there had been references to the 
“sick chicken” case, but I am sure 
there were very few people who 
had read up on this case or real- 
ized its importance. It is certain 
the newspaper men as a rule 
didn’t anticipate what was com- 
ing. I pay for personal Washing- 
ton information service. I receive 
a number of letters every week. 
These Washington writers cer- 
tainly didn’t anticipate the sweep- 
ing decision of the Supreme 
Court. Everybody seems to have 
been taken by surprise, and among 
all the rest of us, it seems that the 
President of the United States also 
had the shock of his life. Now 
even after all that has been written 
in the press about this N.R.A. 


decision, how many _ intelligent 
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citizens of the United States can 
clearly inform a foreigner, for in- 
stance, as to just how the N.R.A. 
was unconstitutional? Probably 
in your own family you have some 
college graduates. Just ask. them 
to answer this question. Most of 
them either don’t know, or have a 
very hazy idea, or lack the ability 
to express themselves clearly. 


Writing Down and Up 


It is a curious thing about the 
press. In some of their articles, 
especially their local articles 
about local affairs, they write as 
if they were addressing an audi- 
ence of class A morons. They en- 
ter into the greatest detail. They 
have pictures illustrating (for in- 
stance) where the accident hap- 
pened and even pictures of the 
victims. Nothing seems to be left 
to the imagination. These ar- 
ticles, I presume, are written by 
young reporters. When anything 
“breaks” in their territory, they 
must make the most of it. Most 
of these young reporters are about 
the average intelligence of their 
audience. Therefore they write 
according to their own ideas, and 
these ideas and this method of 
writing just suit the people in 
their mental class. On the other 
hand, important national affairs 
are evidently written by a differ- 
ent class of writers. These writ- 
ers in my judgment, make the 
mistake of taking it for granted 
that the readers of the newspapers 
know all the details about the Con- 
stitution of the United States and 
also all the details of why the 
N.R.A. was unconstitutional. In 
not a single paper that I read, 
and I read four of the leading 
papers of the country daily, have 


I seen what I would call a clear 
outline that would be understood 
by the average reader as to just 
why the N.R.A. was unconstitu- 
tional. Then I noted in a number 
of papers that they refer back to 
the Dred Scott case. They state 
that the decision of the Supreme 
Court under Chief Justice Taney 
was no more important than this 
decision on the N.R.A. under 
Chief Justice Hughes. They cas- 
ually intimate that the Dred 
Scott decision led up to the Civil 
War — but what was the Dred 
Scott decision? What was it all 
about? Of course, most of us 
who are fairly well educated have 
heard of the Dred Scott decision. 
We know it had _ something 
to do with the abolition of 
slavery and it was something that 
happened before the Civil War. 
But how many of us are actually 
clearheaded in regard to that de- 
cision. I must confess that I my- 
self was not. So I reached for 
my encyclopedia and read up on 
the Dred Scott decision. I ac- 
tually know right now more about 
the Dred Scott decision than I 
do about the N.R.A. decision. But 
I am not going to take my time 
and space telling you about the 
Dred Scott decision. Do as I 
did. Get an encyclopedia and 
open it. If I write about the 
Dred Scott decision, some young 
thing will be writing me that | 
live too much in the past. 

There is a good deal that is funny 
in the reaction of business to the 
N.R.A. decision. A lot of con- 
cerns, corporations, associations, 
etc., were complaining about the 
N.R.A. But when it was suddenly 
taken away from them, how they 
have changed! Now many of 
them have decided that the N.R.A. 
was pretty good after all. They 
don’t want it taken away. They 
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want it back, or they want some- 
thing in its place. These people 
remind me of the spoiled young 
lady who was never satisfied with 
her beau. He was not this and 
he was not that. Finally the beau 
got tired of all that and left. 
When she saw him at the next 
party with another girl, she de- 
cided that he wasn’t so bad after 
all. Jt seems to be a trait of hu- 
man nature that we have to lose 
something before we actually ap- 
preciate it. The people I am 
really sorry for in connection with 
this decision, are the five thou- 
sand employees of the N.R.A. in 
Washington. I have letters from 
some of them. They have been 
expecting a notice that they would 
be fired on June 16. Now, how- 
ever, I notice that the government 
has decided to hold some of them 
on their jobs, and only to let out 
about half of them. There is one 
fellow that I really will not be 
sorry for if he loses his job. He 
was out of a job and came to me 
for help. I had just received an 
offer myself to work for the 
N.R.A. I thought I would try to 
get him this job. So I wrote a 
letter to one of the high officials 
of the N.R.A. My friend went to 
Washington and got the job. I 
heard from other people that he 
had secured it. He never wrote 
me a line thanking me for my 
help in getting him the position. 
Now I suppose in the near future 
he will be around again looking 
for another job. 

In passing let me repeat what 
I have often said before—the aver- 
age letter only takes five minutes 
to write and uses up a three cent 
stamp. I often wonder when 
people receive favors why they 
don’t take the trouble to write a 
letter of thanks. Even if they 
don’t feel especially thankful, 
from a selfish standpoint, they 
should look to the future. Prob- 
ably some day they will need an- 
other favor. Some pessimist has 
well written: “Gratitude is a keen 
expression of appreciation of other 
favors to come.” 

Here is an extract from a per- 
sonal letter received from a high 
authority in Washington. Please 
understand that this letter is per- 
sonal and was written to me with- 
out any idea of publication. How- 
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ever, the views expressed are so 
interesting that I see no harm in 
using them. 


a * * 


Naturally everything here is 
in a state of great uncertainty. 
While we have felt that N.R.A. 
was doing a great work, none of 
us have been blind to some of its 
imperfections, particularly in the 
way some of it was administered. 
Now that the Supreme Court has 
knocked it out, the immediate re- 
action is such that it proves we 
were right. Many of the groups 
that were bitterly opposed to 
N.R.A., have within 48 hours 
come out urging that their mem- 
bers continue to observe the wage, 
hour and child labor provisions 
contained in the codes. 

If we were all of Anglo-Saxon 
stock, this might be accomplished 
to a very considerable extent, but 
unfortunately, due to the diverse 
nationalities in our industrial 
makeup, I doubt if any voluntary 
effort will be successful to any 
marked extent. This of course 
puts the burden on the decent 
manufacturer who wishes to do 
the right thing by his employees. 

The feeling here is that this al- 
most spontaneous reaction, the 
falling prices on the Stock Ex- 
change, and the insistence of 
labor that it be protected, will re- 
sult in some bill being put 
through Congress which will en- 
deavor to at least give a steadying 
effect. 

From a strict interpretation of 
the Constitution, the Supreme 
Court was probably correct in its 
decision, but if their interpreta- 
tion is to be followed in this and 
other social measure, it would ap- 
pear that due to the nature of our 
national makeup, social economic 
progress cannot take place. This 
is a condition which no nation 
can stand. We are already behind 
England and some other European 
countries in our social advance- 
ment, due to the fact that their 
type of democracy is more elastic. 

I doubt seriously if the States 
would ever approve an amend- 
ment abolishing all state’s rights, 
but undoubtedly, some form of 
amendment will have to be made 
to, at least in part, meet the situa- 
tion. 

Personally, I feel that this 


broad decision will have a most 
beneficial result. It will bring 
Congress and the Administration 
to a new line of thought, while 
at the same time, it will bring 
home to Labor and Industry that 
there must be some form of modi- 
fied control. If this is the only 
result, it is worth while. My pres- 
ent fear is that the large army 
of unemployed with the average 
working man’s temper—very 
short—and if the chiseler starts in 
with his dirty work, we are in 
for many strikes, spasmodic riot- 
ing in industrial centers, with 
blood shed as a result. 

If the situation were not so 
critical, I think it would be wise 
to let matters drift for three or 
four months, so that tne Nyes and 
the Borahs could be brought to 
the realization of actual condi- 
tions, and both Industry and 
Labor could fully appreciate the 
situation which has arisen, due in 
part to the faulty judgments of 
each. 

* * * 

In my own judgment there was 
a great deal of good in the N.R.A. 
It would be a shame to have its 
good lost. It would simply be 
going backward. While the Presi- 
dent was somewhat emotional 
when he gave his first talk to the 
press after the Supreme Court de- 
cision, still there is a good deal 
in what he had to say about “the 
horse and buggy period.” I re- 
member that period very clearly. 
I remember how business was 
done in that period. I am now 
living in the automobile and air- 
plane period and I also know how 
business is done today. There is 
one thing of which I am sure, 
and that is we can’t run business 
under present day conditions as 
w: did in the days when we used 
tu stop under a tree and wrap the 
reins around the whip. As Will 
Rogers states—everybody has a 
plan, and since everybody else is 
offering panaceas and plans, why 
shouldn’t I amuse myself by of- 
fering one of my own? 

I sympathize with ‘he President 
in his troubles. In my judgment, 
when he took office, the country 
needed two things, one was recov- 
ery and the other was reform. 
Now if the President had just de- 

(Continued on page 65) 
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Try a Stunt’ Window 


Customers Like Them Occasionally 


OW and then you can at- 
| \ tract attention to your 
store window by a 
“stunt” display. Wm. R. Abplan- 
alp, display man with the D. S. 
Nevius Hardware Co., Lamar, 
Colo., used a very effective dis- 
play of this nature recently, in 
keeping with the recent Southeast 
Colorado Livestock and Poultry 
Show. The window was arranged 
to resemble a barnyard, with the 
windmill at the rear and the vari- 
ous animals arranged in front of 
it. 

Naturally the visitors to Lamar 
during the livestock show were 
attracted to these rare specimens 
of animal life and their attention 
was drawn to the hardware store 
and the many items it carries. 


Here they are: 

AAA Hog: (One the farmer 
didn’t raise)—Wire rat trap rest- 
ing on four Lepage mucilage bot- 





tles, two sugar spoons for ears, 
fruit jar filler for snoot, two roof 
caps for eyes, cold fast chain re- 
pair link for tail. 


Man-o-War: Body, clothes 
basket covered with hair saddle 
blanket; neck and legs made of 
child’s garden tools; hind legs, 
two spades; front legs, two hoes; 
neck, two rakes; tail, a wooden 
spoon with a water mop laid over 
it; mane, a floor push broom; 
head, a vegetable grater, soap 
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tray, small wax mop (set in be- 
tween the rakes), two large glass 





door knobs for eyes and two 5 in. 
pointer trowels for ears. 




















The Shorthorn: Body, a five gal- 
lon cream can resting on four in- 
verted milk bottles (wire to pre- 
vent slipping) covered with a 
brown saddle blanket. Head, a 
child’s sand pail, with tea strainers 
as eyes, roof caps for nostrils; 
the horns are two drill tubes and 
a dust mop will make curly hair 
on the head. A piece of heavy 
rope frayed at the end will serve 
as a tail. 





The Unearthly Worm: Two 
six-foot rules (zig-zag) tied to- 
gether and expanded at the bot- 
tom with corks, cups covering the 
tops, milkshake cup for tail; rule 
with fruit jar filler expanded for 
head. 


The Disc-Tractor: Two six and 
four inch emery wheels with six- 
penny nails and roof caps for 
axles; butter mold for back of 
tractor, using pliers for hitch; oil 
can for front end and spout for 
steering wheel. 





Turtle: Made by fastening a 
large wooden spoon and a small 
measuring spoon on an inverted 
dish pan supported on four curry 
combs. 





The Billy Goat: Body a wood 


box covered with cotton mops, 








legs are four short handled mops 
tied to box, head an arrangement 
of mops; horns, two keyhole saws. 
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The Terrible Turkey: Made of 


three turkey feather dusters, two 
potato mashers for legs, two gar- 





den weeders for toes, one hinge 
for head, wattle and beard made 
of colored rope, framework made 
of strips of boards screwed to- 
gether. 


The Grass Monkey (wrench) : 
Main body a monkey wrench; 
other parts include two small 
wood screws, two half inch auger 
bits, two hack saw blades fastened 
together and bolted to wood block 
for the kicker legs; two wood 
chisels for wings, two long sack 
needles for whiskers or feelers, 
two white head pins for eyes, all 
resting on wood block with four 
screw hooks for legs. 














Windmill: 
stand, four cake turners for 
wheel; cake turner for fan; card- 
board for platform; joint and tee 
of 3 in. stove pipe for pump rest- 


Three-leg display 


Roll of 


ing on a 3 in. collar. 
belt for tank. 


A Modern “Hitching Rack’ 


every hardware merchant had 
a hitching rack in front of 
his store for the convenience of 
patrons and this idea has been 
adopted to the new motorized era 
by T. R. Simonson, Los Angeles. 
He has a place where customers 
may “hitch” their cars while shop- 
ping at his store. It’s a parking 
lot; customers like it, Simonson 
reports. 
An outstanding feature of this 
parking lot is the way Simonson 


iz the horse and buggy days, 


28 


has converted it into an excellent 
silent salesman for his store. This 
is accomplished by means of an 
outdoor showcase consisting of a 
display placed beneath a large 
sign which bears the words: “Free 
Parking—for patrons only. T. R. 
Simonson Hardware.” The sign 
is elevated at a height that will 
attract the attention of passing 
motorists, the mass display of 
merchandise further contributing 
to this effect. A toy incinerator 
sets at the corner of the sign 


which has two wings—one going 
alongside both sidewalks of the 
corner lot. Thus, motorists on 
either street are attracted. 

Heavy articles, such as incinera- 
tors and stepladders, that cannot 
be easily carried away by thieves, 
are used to make the displays. 
Paper signs are strung along the 
bottom of the large sign. Each 
bears an advertisement of one 
article. Signs and merchandise 
are rotated seasonably. 
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‘ONE ONLY Makes High Costs 


Wholesalers taught retailers to buy in small quantities to the 
extent that distribution costs are kept at very high and uneco- 
nomic levels. Better prices can come only from lowered costs 


Hardware jobbers of the country have 
been successful in teaching one thing 


at least to the retailers. It was some , 


years ago that the jobbers commenced 
preaching the doctrine of buying in 
small quantities and buying often. 

On the face of it, this preachment 
would suggest that the jobbers were 
more interested in the welfare of their 
dealers than they were in their own. 
We suspect however that something 
more than a charitable interest in re- 
tailers was in the minds of the jobbers 
at the time this doctrine was put on 
the air. This theory of buying in 
small quantities was intended as de- 
fense material for the jobbers at a time 
when economists, reformers and theo- 
rists were burdening the press with 
their plans for ridding the country of 
all middlemen. 

We find a certain satisfaction in the 
thought that a given condition can get 
no worse; the practice of buying one 
only will never grow worse—the pos- 
sible limit has been reached. 

Buying for early requirements is un- 
questionably good practice, but the 
habit of buying one only all down the 
line is certainly overworking a good 
theory. Occasionally we meet a dealer 
who has made a discovery—it having 
finally soaked into him that he was 
missing many sales and practically driv- 
ing his customers into his competitor’s 
store. 

But the greatest sin of buying in un- 
reasonably small quantities lies in the 
fact that the fee paid by the retailer 
to the jobber for his services is in- 
creased unmercifully. 

Should the retailers ever decide to 
regard their jobber as the connection 
which they have selected and employed, 
on a cost plus basis, to do their buying, 
assembling and forwarding for them, 
then they may realize that in the end 
they themselves will absorb all of the 
unnecessary expense they have heaped 
upon their jobber. This is of necessity 
true and should be accepted as a simple 
statement of fact. The jobber, being 
neither fool nor a philanthropist, will 
collect for his labor and it will be the 
retailer who will do the paying. 

Very largely on account of the buy- 
ing practices of the retail hardware 
dealers their jobbers have been forced 
to increase the fee for their services 
until the average charge, as compiled 
by the N.W.H.A., is now right at 20 
per cent. Even with the unconscionable 
fee, in order to do the amount of work 
demanded of them by the retailers, the 
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By F.E. GATES 


President, Gates Hardware Co. 
Tulsa, Okla. 





F. E. GATES 


jobbers must constantly be on the alert 
for new ways of reducing expense in 
order to continue in business. 

The question as to the amount that 
should be added to the cost of hard- 
ware for the purpose of paying the job- 
ber for his part in getting the goods 
to the consumer is no new dream to 
the writer. He was turning this ques- 
tion over in his mind years ago when 
considering getting into the jobbing 
business. At that time he came to the 
conclusion that if he went into the 
business, expecting to stay for the long 
run, he must be prepared and equipped 
to meet competition on a basis of a 10 
per cent fee. 

After years of experience and, at 
this time, painstakingly getting facts 
together he has not revised his figures 
as to the amount that should, under 
businesslike conditions, be required to 
take care of the jobber’s fee. 

If the retailers are interested in re- 
ducing their jobber’s fee by half and 
thus reducing their costs by 10 per 
cent, the trick might be turned by 
taking half the load from the back of 
their jobber. 

Taking into account physical possi- 
bilities only, it would be entirely prac- 
tical to reduce the jobber’s fee by 50 
per cent and this with nothing but 
good results accruing to the retailer. 

But, taking into account the possi- 
bility of inducing the dealers to change 
their long established buying habits— 


that would be different. There is small 
probability that any kind of a sugges- 
tion that contemplates a more or less 
radical change from present practices 
would receive any consideration from 
the retailers. 

As we are all given to believing only 
the things that fit into our own schemes 
and conduct, details and statistics do 
not convince. Therefore, we will con- 
fine ourselves to making statements 
which we are confident are based upon 
facts and cut out the statistics. 

Before us is an order from one of our 
valued customers; it is typical of hun- 
dreds of others. It covers a list of 27 
items. Practically every item is a brok- 
en quantity— the invoice totals $30.40; 
gross profit $6.10. 

It is a fact not hard to take in, that 
an order for the same number of items 
with few broken quantities and totaling 
$61 could, in every process of handling, 
be turned out at a smaller expense. This 
being true, why pay a fee of $6.10 for 
having $30.40 worth of goods gotten 
out and forwarded, when the same fee 
should pay the overhead on $61 worth 
of goods? 

In the order before us every item from 
top to bottom should have the quantity 
doubled. We are in position to know 
that the customer will buy all of the 
items shown on the order two or three 
times in 10 days. 

Such an exhaustive and careful sur- 
vey as we have made of hundreds of 
customers’ orders would convince the 
most doubting of the fact that it would 
be entirely practical and in every way 
to the dealer’s advantage if he would 
double the quantities in his orders. 

We have asked mary retailers who 
were capable of reasoning why they 
bought like pikers, the one answer has 
been—habit. Habit is the only possible 
excuse to be given for buying as most 
retail hardware dealers are buying, 
when both their stocks and their de- 
mand are crying for goods. 

If such a thing is possible, the re- 
tailers are putting their jobbers to a 
greater amount of unnecessary expense 
in getting orders than in filling them. 

The dealer who buys from _ thirty- 
five to seventy-five thousand dollars 
worth of goods over a period of 12 
months displays a fine sympathetic soul 
and a generous heart in giving 10 
hardware salesmen and 20 or more 
specialty salesmen a bite of his business. 
But, he not only allows one a little bite 
of his business—all together, they take 

(Continued on page 64) 
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Keep Cool—and Collect 


LD SOL is going to blaze _—herewith a good stimulator for interchangeable display fixtures, 

right down on your town wilting sales. Both suggested = which are quickly assembled and 

and customers one of these — windows, this issue, are made with as quickly trimmed with mer- 
days and HarpwareE ACE provides "the well known 'HarpwareE AcE  chandise. The igloo with its cool 
comfort accessories will do a lot 
to induce sales of this type cf 
merchandise. And, do not forget 
that the time to sell summer lines 
or any other for that matter is 
when they are in demand. Push 
the natural demand and your sales 
volume and profit column will 
reflect your efforts. 

Another good plan is to capi- 
talize timely displays. The Tuttle 
Hardware Co., Chariton, Iowa, 
has used a clever window based 
on the use of kerosene refrigera- 
tors in the home of the five famous 
female babies in Canada, the 
Dionne children. The Spanias 
Hardware Co., Haverhill, Mass., 
observed the occasion of the Con- 
necticut celebration by using a 
window of seeds. This was a very 
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A small showing of seeds could not produce the results obtained with this window by B. M. Dennis & Son, Decatur, Ill. 


They Parade Their Seeds 
and Sell Them 


ing, the store window is one 

of the most prolific sources 
of, increased sales and resultant 
profits; provided the displays 
therein are inviting, effective and 
convey a real message. 

Realizing this, B. M. Dennis & 
Son, hardware merchants, sheet 
metal workers and builders of 
quality roofs, 611 North Water 
street, Decatur, Ill., with shops 
and warehouse at 140-144 E. 
Cerro Gordo street, always make 
it a rule to utilize their show win- 
dows to the utmost. 

Long ago they learned that the 


i these days of intensive sell- 
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wrong display is a costly handi- 
cap; hence great care and atten- 
tion are given the firm’s displays, 
so as to bring about the largest 
sales volume, and give the store 
new and added prominence. 

The Dennis displays are always 
timely, attractive and compel at- 
tention because of having received 
attention in the making. To il- 
lustrate, there is the recent dis- 
play of seeds. 

“Nothing you can say about 
seeds means as much as the looks 
of them,” affirmed Walter L. Den- 
nis, “so we decided to parade 
seeds before the consumer in an 


outstanding and _ unforgettable 
manner. 

“Accordingly, at the time we 
distributed the April issue of our 
monthly store magazine to those 
on our huge mailing list, we put 
on a mass display of seeds in one 
of our front windows. This dis- 
play tied up with the sales story 
concerning seeds, which appeared 
in our magazine and in our news- 
paper advertisements. 

“A large number of people 
have entered the store, purchased 
seeds and various other items, as 
a direct result of seeing the dis- 
play and being enticed by it to 
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come in. The display demon- 
strated, as many of our previous 
displays have, that sales grow and 
profits mount when good display 
does its work.” 

The entrance is in the center of 
the store, is convenient and on the 
sidewalk level with show windows 
on either side. The approach to 
the store is so arranged as to pro- 
vide easy window shopping, al- 
lowing shoppers to stand in off 
the street, without being jostled 
by the crowd on the sidewalk. 

Back of an expanse of glass, 
and bathed in the brilliance of 
light from the inside of window, 
the colorful and easy-to-look-at 
assortment of seeds was placed 
before the passersby in a modern- 
istic setting which was attractive, 
informative, timely and possessed 
sales-power. 

Colored corrugated board was 
used for the background. The two 
columns pictured were lilac color. 
The panel between them was 
white; the lettering green. The 
large flower seen in the back- 
ground was red and had a yel- 
low center. Leaves adjacent to 
columns were green, as_ they 
should be. Vines in flower pots 
on each side of the display added 
to its effectiveness. ‘ 

Green crepe paper was laid on 
the main platform of display, 
while paper doilies were spread 
on this, at measured distances 
apart, and on them seeds were 
displayed in neatly arranged piles. 
Seeds in packages were worked 
in and other seeds were displayed 
in large glass bowls. Neatly 
printed signs were used to iden- 
tify the various types of seeds. 

In the foreground appeared all 
sorts of seeds, attractively dis- 
played and properly arranged. 
Nothing elaborate, no stunts of 
any kind in evidence. Just a sen- 
sible, orderly, well conceived 
mass display of seeds; yet it was 
powerful enough to stop _pas- 
sersby and pull them into the 
store in gratifying numbers, and 
their purchases boosted sales. 

Inside the store is another dis- 
play of seeds, which is of a more 
permanent character. It features 
the same brand of seeds. The 
department is right up in front 
of the store, so as to cut down foot 
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work and time in serving custom- 
ers. When the window display 
was in, the department formed a 
perfect tie-up with that particular 
promotion. 

On attractively arranged coun- 
ters, seeds are displayed in 5-lb. 
candy jars, square shaped and 
covered. Each jar carries a label 
which identifies the contents. 

A seed measuring glass is near 
at hand so as to enable clerks to 
immediately furnish the exact 
quantity desired when seeds are 
sold in bulk. 

Seeds sold in the usual paper 
containers are also on display. In 
the Dennis store and windows, 
you do not see a hodge-podge of 
packages of seeds, or careless 
spread of them, but a simple and 
dignified showing, so grouped 
and served up to the customer, as 
to make them strong in selling 
value. 

“According to the best authori- 
ties, 75 per cent of all goods are 
sold through the eye,” argues Mr. 
Dennis. “We try to have our 
show windows and interior dis- 
plays so designed as to convey a 
story to the onlooker. And as 
customers appreciate alertness, 
ideas and progressiveness, we are 
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ever striving to accommodate 
them. 

“Experience has taught us that 
a small showing of seeds will not 
attract prospective customers. A 
window with a few scattered pack- 
ages of seeds and a few signs 
constitutes a hit or miss proposi- 
tion, and can hardly be expected 
to win sales. 

“The larger the number of 
items, the more possibilities for 
sales. Hence our mass display of 
seeds, orderly in arrangement, 
strong in color and forceful 
through abundance. It brought 
us added sales and profits. And 
that I think is the answer, as to 
whether or not, it was an effective 
display.” 

Tempt prospective customers in 
every possible manner by means 
of timely and ably created win- 
dow displays. Remember that the 
window is an advertisement just 
the same as a billboard, news- 
paper spread or direct mailing 
piece. 

But the window display must 
be so designed that it will get at- 
tention, present the product or 
products effectively, arouse in- 
terest, give information, create de- 
sire and compel action. 
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Aiter NRA—What? 


By Charles R. Rosenberg, Jr. 


S NRA really dead under the 

Supreme Court decision? Or 

will it come to life again in 
modified form, perhaps under a dif- 
ferent name? 

Just now, the future course of 
governmental regulation of business 
and industry is anybody’s guess. 
The President is reported to be 
awaiting the development of public 
opinion before formulating his fu- 
ture policy on what is to follow 
NRA. Perhaps, it is hinted, NRA 
will have no legalized successor. 

But, despite all the confusion and 
uncertainty, there are certain things 
business men, particularly local mer- 
chants, can count on as a result of 
the Supreme Court’s decision. It 
is very apparent now that in any 
attempt to regulate business and 
industry there is a clearly drawn 
line between the things the Federal 
government lawfully can do, and 
those which it cannot do. 


What The Federal Govern- 
ment Can Do 


Unquestionably, the Federal gov- 
ernment can regulate interstate com- 
merce. That right has existed ever 
since the national Constitution was 
adopted. Interstate commerce is 
characterized by transportation from 
one State to another. Thus rail- 
roads, buses and trucks carrying 
passengers or freight between the 
States may be subjected to govern- 
ment regulation as interstate com- 
merce. The production of goods in 
one State for sale in another is not 
in itself interstate commerce. Such 
goods are not in interstate commerce 
in the eyes of the law until they 
have started on their trip to the 
other State. 

Even goods so shipped do not re- 
tain their interstate character in- 
definitely. A local merchant is not 
engaged in interstate commerce 
merely because he sells locally mer- 
chandise shipped to him from a 
manufacturer or jobber in another 
State. The ordinary rule is that 
goods so shipped cease to be in in- 
terstate commerce once the original 
package or container in which they 
were transported, is opened. This 
rule holds true in most, though not 
necessarily all, cases. 
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The Supreme Court seems to have 
repudiated prettv thoroughly the 
idea that local dealings which have 
a remote effect on interstate com- 
merce are subject to governmental 
regulation. If such dealings affect 
interstate commerce in some direct 
way, the Court indicated, then the 
government may regulate them; but 
where the effect is not direct, the 
government has no power to step 
into the picture. 

Much of the recent governmental 
regulation of local enterprises under 
NRA, AAA and other Washington 
bureaus has proceeded on the theory 
that where a local product came 
into competition in the local market 
with rival products shipped in from 
other States, the producer and seller 
of the home product could be regu- 
lated as “affecting interstate com- 
merce.” Of course, the only 
relationship was the competition 
between the local product and the 
interstate product. Apparently, the 
Supreme Court did not take kindly 
to governmental regulation of local 
business and industry as “affecting 
interstate commerce” under the 
guise of competition. 

Which brings our officials at 
Washington back to the basic propo- 
sition that, while the Federal gov- 
ernment can regulate interstate com- 
merce, it must be honest-to-goodness 
interstate—and no going out of con- 
stitutional bounds when the Supreme 
Court isn’t watching! 


What The Federal Govern- 


ment Cannot Do 


Washington cannot lawfully force 
its rules and regulations on a busi- 
ness or industry that is wholly in- 
trastate—that is, an enterprise oper- 
ating wholly within the boundaries 
of the State in which it is located. 
Obviously, a retailer selling only in 
his local community cannot by any 
stretch of the law or imagination be 
considered as conducting anything 
but a strictly intrastate business. 
Similarly, a manufacturer who 
makes and sells his products en- 
tirely within his home State is doing 
an intrastate business, no matter 
what competition he has with goods 
shipped in from other States. 

Each State has the right and the 


power to regulate business and in- 
dustry conducted wholly within its 
borders—to the exclusion of inter- 
ference by the Federal government. 
That’s the way the framers of our 
national Constitution arranged it. 
The Federal government, as our 
forefathers saw it, would control 
commerce between and among the 
States, but each State would keep 
full power over its home industries. 
That’s why politicians are saying 
that the NRA decision raises the 
question of the individual States’ 
right to manage their own internal 
trade and commerce as contrasted 
with centralized control from Wash- 
ington. 


What May Follow NRA 


As the law and the Constitution 
stand at present, the Federal gov- 
ernment has no effective way of 
making the individual States give up 
control of their local or intrastate 
industries. Hence the talk about 
an amendment to the Federal Con- 
stitution. If the people wish, they 
can approve the adoption of such an 
amendment that will give the Fed- 
eral government the right to regu- 
late all business and industry, both 
interstate and intrastate. The NRA 
program—or anything like it— 
could not be operated legally with- 
out such an amendment. But Con- 
stitutional amendments are usually 
a long story—a matter of years. So 
business men need not figure on 
that just yet. 

Until such an amendment is 
adopted, any legal regulation of 
local, intrastate business and _in- 
dustry will have to be on the part 
of the individual States. Each State 
can pass its own laws to suit the 
conditions of its own industries. It 
is possible that some State may do 
this to take the place of NRA regu- 
lation. New Jersey tried a State 
NRA law and later gave it up as 
unsatisfactory. A State enforcing 
rigid regulation might easily drive 
its own industries into other, less 
exacting States. Most State laws 
relating to business and industry are 
concerned with such things as fire 
prevention, safety appliances, sani- 
tation, weights and measures. Few 
States go much further than these 
very general fields of regulation. 

Voluntary codes of fair practice 
might be workable. Many indus- 
tries are adhering to the NRA code 
regulations. Perhaps permanent, 
voluntarily-adopted codes may fol- 
low. The Federal government could 
encourage this by offering its ser- 

(Continued on page 37) 
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Everymans Problem 


—Super Taxation 


Government to Get Its Major 
Slice of Every Business Dollar. 
Unless... ! 

The hope remains that every- 
one engaged in producing rev- 
enue or profit, from the manu- 
facturer to the retailer, will see 
the futility of arguing taxes, of 
blaming the Government, of 
fighting for a better distribution 
of Government charges. Both, 
the Government as well as the 
taxes, are innocent in the matter. 
Behind both there stands the ter- 
rific pressure of the jobless, of 
the starving and the desperate 
and helpless. There are only two 
ways out: either more Govern- 
ment control, or more business 
responsibility to reduce unem- 
ployment of its own free will and 
thereby remove, at least in part, 
the underlying cause of it all. 
Strike out, today, relief expendi- 
tures—and you have a balanced 
federal budget; you have sub- 
stantially reduced taxes; you 
have a lot less codes and super- 
vision and interference with the 
course of busiress. But let things 
just drift, and you will have more 
unpleasant surprises than you 
ever dreamed about. 


HILE we are paying taxes 

\ \ right and left, to the city. 

to the state, to the Federal 
Government, it is perhaps not amiss 
to ask a few questions: Is this go- 
ing to help recovery? or is it just 
a bottomless pit which swallows tax 
money like a drought-ridden coun- 
try would drink in a few drops of 
rain? Is it merely a fancy of the 
Government caused by maladmin- 
istration and overlapping charges, or 
is there a deeper economic signifi- 
cance behind it all? At any rate. 
one likes to know and one has a 
right to know. What, then, about 
taxes? 

It’s a cinch that we are paying 
taxes for the privilege to be gov- 
erned and to be provided with those 
things which the individual as much 
as the community likes to have, from 
street lights to the Boulder Dam and 
back again to letter boxes and steam 
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shovels. These are. mind you. im- 
provements: and they should come 
out of profits. just as in any well- 
ordered merchandising organization. 
They do come out of profits, as a 
rule. When prosperity keeps smil- 
ing, we pay taxes out of profits; the 
income tax, individual as corporate, 
is the backbone of Government 
finance in good times. But when 
depression lowers its clouds, income 
is a poor source to rely upon. It 
drops and keeps on dropping at a 
time when Government expenditures 
are steadily and inexorably going 
up. So the Government goes into 
debt, which is not the whole story. 
The Government, Federal, state and 
local, also steps up taxes. It may 
tax income to the limit, but the 
higher the tax, the more the income 
in the long run. So the Govern- 
ment has to make the all-important 
decision (since the yield of this 
tremendous business apparatus is 
insufficient to tax the business ap- 
paratus itself). And here is the 
deeper economic significance of our 
present tax program: The _ neces- 
sity to tax the tools of business, be 
that raw materials, finished prod- 
ucts, capital, motive power, pay- 
ments, wages, sales, and what not. 
And this is bad. For it is apt to kill 
business and business activity. 
This is the picture; the cold facts 
are worse: the crux of the problem 
is the Government, of course. The 
new budget for 1935-36 presented 
to Congress by President Roosevelt. 
estimates a deficit of $4,528,000,000 
which compares with an anticipated 
deficit in the current year of $4,869.- 
000,000. In contrast, be it remem- 
bered that during the early years of 
the depression the annual increase 
in the public debt was about $1,400,- 
000,000. Later on, it rose to $4,000,- 
000,000 a year. It is estimated by 
our experts in and outside of the 
Government that the borrowing 
capacity of the Federal Government 
is somewhere in the neighborhood 
of $50,000,000,000, which maximum, 


at the present rate of spending, 


would be reached in four or five 
years. To be sure. all the earnings 
of the people in recent years have 
heen below this figure. Federal. 
state and city government combined 
cost about $17,000,000.000 a year. 
or between 35 and 40 cents of each 
dollar earned by the people. 

As is well known, the tremendous 
increase in Government expendi- 
tures is principally due to the cost 
of relief in one form or another; in 
fact, the latter category accounts for 
more than half of total Government 
outlay. There are more than 10.- 
000,000 people without jobs, there 
are dependent mothers, helpless in- 
fants, hungry children and, of 
course, the aged people. They want 
and they have to be cared for, ir- 
respective of economic consequences. 

The Government is facing this 
responsibility as long as no one else 
steps forward. The Government has 
to find the revenue. The drop in 
Federal income tax collections was. 
so to speak, counterbalanced in the 
miscellaneous internal revenue cate- 
gory. In 1930, the income tax 
accounted for no less than 66.5 
per cent of total Federal collections: 
four years later, it had dropped to 
27.7 per cent. Over the same period, 
miscellaneous internal revenue 
which includes. of course, all the 
business taxes, on either production, 
consumption or distribution, rose 
from 17.3 per cent to 49.7 per cent: 
customs accounted for the balance: 
they also fell from 16.2 per cent 
in 1930 to 10.6 per cent in the fiscal 
vear of 1934. 

In these figures there is a decided 
shift of taxation away from income 
(probably income would not stand 
much more taxation) toward the 
means of business in its thousand- 
and-one_ ramifications (probably 
business itself can endure a lot more 
taxation). So much for Federal 
taxes. The picture is essentially the 
same when it comes to state taxation 
with this difference, that property 
taxes play the part which income 
taxes play, or used to play in the 
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Federal program. Unfortunately, 
figures are not yet available for the 
latest fiscal year, that is, 1934. We 
can only compare 1922 with 1932, 
and over this period general prop- 
erty taxes dropped from 40.6 per 
cent of total state tax collections to 
19.7 per cent, whereas “licenses and 
permits,” including most business 
taxes as well as the most productive 
tax on motor vehicle transportation, 
jumped from 35.6 per cent to 59.7 
per cent. It is the same story all 
over again: Income and surplus 
cannot any longer carry the burden 
of Government; we are paying Gov- 
ernment expenses more or less out 
of capital, the lifeblood of business 
and the backbone of business activ- 
ity. 

Back in 1932 Federal taxes were 
about 23 per cent, state taxes 20 per 
cent, and local taxes 57 per cent of 
total collections. This distribution, 
undoubtedly, has already changed 
and very likely will keep on chang- 
ing, leaning heavily toward Federal 
taxes, since neither state nor local 
governments are in any position to 
assume a substantial part of local 
or state unemployment relief ex- 
penditures. It will be up to the 
Federal Government. As it is, most 
of the states have already relegated 
the greater part of their unemploy- 
ment-relief burden to the big brother 
in Washington. Only wine states 
are paying more than 50 per cent 
of their relief obligations, and be- 
tween January, 1933, and June. 
1934, eight states met less than 5 
per cent of their share, 13 states less 
than 10 per cent, and 16 states less 
than 15 per cent. We shall prob- 
ably see the day—and it does not 
look as if it were very far off—when 
Federal iax collections will amount 
to 50 per cent of all collections. This 
is equivalent to saying that Federal 
taxes are the ones where the great- 
est increase—and quite naturally- 
the greatest amount of pressure may 
be expected. 

The Federal income tax is neither 
the largest source of revenue, nor 
the one which shows the greatest 
promise from the standpoint of rev- 
enue-yield. During the last fiscal 
year, corporate and individual in- 
come taxes aggregated about $817,- 
000,000. But take two other items, 
tobacco and sales taxes, and you 
arrive at a total of $1,058,500,000. 
What is even more important, is the 
fact that while income taxes in- 
creased by about $70,000,000, sales 
taxes gained approximately $241,- 
000,000 and liquor taxes nearly 
$216,000,000. And if additional 
proof of the rapid advance of taxa- 
tion “upon business activity” is 
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necessary, let it be mentioned that 
the following major taxes were 
levied since 1929: 


General sales taxes.. 18 states 


Chain-store taxes 18 states 
Personal income taxes 12 states 
Amusement taxes ... 11] states 
Betting taxes 10 states 
Alcoholic spirits 24 states 
Beer and wine 39 states 


Judging from these developments, 
there can be but little doubt that 
the business man is the one who will 
be called upon to carry the heaviest 
part of the load. If the experience 
of European countries may be taken 
as an indicator, the principle of 
“super-taxation,”’ as we are facing 
it in the near future, will create 
three problems: 


(1) How to meet the increased 
cost of living caused by the 
numerous taxes on consump- 
tion goods; 

(2) How to counterbalance the 

increased cost of production 

caused by the numerous taxes 
on the process of production 

—not to mention distribution; 


— 
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How to stop the ever-increas- 
ing importance of Govern- 
ment in business which has 
originated (and is being 
strengthened) in the need for 
relief and for social insur- 
ance. 


It is obvious that business taxes 
will be passed on to the consumer 
as much as possible. Most of the 
countries on the European continent 
have fought the cure-all for financing 
unemployment relief and social in- 
surance in turnover and sales taxes, 
and in most countries these taxes 
have yielded and arg yielding the 
largest part of internal revenue; but 
at the same time the cost of living 
has been rising throughout Europe, 
and domestic sales have followed a 
steady downward course. There 
may have been other reasons for a 
falling-off of domestic sales, but 
taxation occupies a dominant place 
among them. 

The cost of production and dis- 
tribution may be expected to rise 
simultaneously, for two reasons; not 
all of the taxes can be passed on to 
the consumer, some of them must 
be absorbed by business in its vari- 
ous phases. Secondly, if taxation 
tends to step up the cost of living, 
there will soon be demands for 
higher wages and salaries. Finally, 
it is not easy to see how the Govern- 
ment can be prevented from assum- 
ing an ever more important place in 
the business affairs of the nation as 
long as behind it there are some ten 


million unemployed and some twen- 
ty million on relief rolls pressing 
and urging and pushing. 

Be it frankly admitted that busi- 
ness in Europe has not yet found a 
solution for any of these three prob- 
lems, for the simple reason that it 
has found no solution for relief, or 
unemployment for that matter. Over 
there events have led to increasing 
Government control over capital, 
over labor, over trade, industry and 
all the other branches of the na- 
tional economy; and hand in hand 
with increasing Government contro} 
has gone decreasing freedom of busi- 
ness and of business activity. 

The hope remains that everyone 
engaged in producing revenue or 
profit, from the manufacturer to the 
retailer, will see the futility of argu- 
ing taxes, of blaming the Govern- 
ment, of fighting for a better distri- 
bution of Government charges. Both 
the Government as well as the taxes 
are innocent in the matter. Behind 
both there stands the terrific pres- 
sure of the jobless, of the starving 
and the desperate and _ helpless. 
There are only two ways out: either 
more Government control, or more 
business responsibility to reduce un- 
employment of its own free will and 
thereby remove, at least in part, the 
underlying cause of it all. Strike 
out, today, relief expenditures— 
and you have a balanced Federal 
budget, you have substantially re- 
duced taxes, you have a lot less 
codes and supervision and interfer- 
ence with the course of business. 
But let things just drift, and you 
will have more unpleasant surprises 
than you ever dreamed about. 





Fibro Forged 
Screws Catalog 


The catalog features and explains the 
new method by which Fibro Forged 
Screws are made. The points of the 
screws are illustrated and described. 
Several pages are devoted to standard 
list prices of Holo-Krome products. The 
catalog is of the loose-leaf type attrac- 
tively made-up in color. Holo-Krome 
Screw Corp., Bristol, Conn. 





Forsberg Tool Catalog 

The catalog is an attractive loose-leaf 
type, showing Forsberg Whale and Vi- 
king Tools. Some new additions to the 
Forsberg line shown, are: Whale Hy- 
speed Hack Saw Blades in hand and 
power sixes—Tungsten high speed 
blade; Whale Mo-Hy blades, hand and 
power—M oly bdenum high speed 
blades; Nos. 90 and 80 Hack Saw 
Frames; Pyraloid soft faced hammers. 
Catalog will be furnished to distributors 
on request. The Forsberg Mfg. Co., 
Bridgeport, Conn. 
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Increased Business Reported 
At Florida Convention 


HE annual meeting of the 

Florida Retail Hardware and 

Implement Association was 
held at the Thomas Jefferson Hotel, 
Tampa, Tuesday, June 4. The at- 
tendance was good from throughout 
the State, particularly from the 
Tampa-St. Petersburg area, where 
dealers have formed an active group 
which holds frequent meetings. 

The meeting was called to order 
by President B. C. Kickliter, Sara- 
sota, who reviewed the various ac- 
tivities of the State group during the 
past two years of his incumbency 
as president. H. M. Simmons, At- 
lanta, Ga., secretary-treasurer of the 
Florida and Southeastern associa- 
tions, made a report on the recent 
Southeastern convention in Atlanta. 

Mr. Simmons’ talk was followed 
with a forum discussion in which a 
number of those who had attended 
the Atlanta meeting participated. 
These speakers paid high tributes to 
the revived interest being shown in 
the Association. 

Hill Shropshire, representative 
Federal Hardware and Implement 
Mutuals, was introduced and spoke 
at length concerning the Federal’s 
plans, outlining the policies an- 
nounced during the Southeastern 
convention and to the effect that 
henceforth insurance would be ac- 
cepted only from the Southeastern 
territory through and from the As- 
sociation’s membership. 

In an extended and _ interesting 
forum discussion which followed, 
nearly all present participated, after 
which the session adjourned for an 
enjoyable lunch presented with the 
compliments of Tampa _ jobbers: 
Knight & Wall Co., I. W. Phillips 
and Co., and Spicola Hardware Co. 

At the afternoon session, Frank 
Cooper, of Knight and Wall Com- 
pany, spoke relative to legislative 
matters and activities of the Florida 
Better Business Association in the 
interest of the independent retailers 
of Florida. He discussed in detail 
the sales tax and chain store bills 
as considered at recent sessions of 
the State Legislature. Before ad- 
journment on May 13 the Legisla- 
ture passed on its closing day one 
of the most drastic chain store tax 
bills ever undertaken in any State. 
This was, therefore, a topic of fresh 
interest and extended discussion. 
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Florida’s new state recovery act was 
regarded by many as “a big step 
forward on behalf of the indepen- 
dent dealer.” 

Secretary Simmons brought the 
junior Capper-Kelley bill to the at- 
tention of members, showing the ac- 
tion taken by the various States and 
recommending its consideration and 
introduction at the next session of 
the Legislature. 

Installation of the newly elected 
officers was followed by an open 
forum in which all participated, ex- 
tending until late in the afternoon. 
The new president, Earl Lupfer, 
Kissimmee, assumed his duties with 
such sincerity and definiteness of 
purpose that all present were con- 
vinced their organization would 
gather further impetus during the 
coming year. 

Plans were discussed for the fall 
meeting in September and under the 
chairmanship of R. W. Sims, Clear- 
water, a committee of Lake County 
members is to be organized, to com- 
plete plans with some city in Lake 
County as to dates and the meeting 
place. 

Officers elected by the Florida 
group at the Atlanta convention and 
confirmed at the Tampa meeting, 
besides President Lupfer and Secre- 
tary Simmons, are: Vice-president, 
Fred Smith, Avon Park; executive 
committee, R. W. Sims, Clermont. 
Carroll Smith, Winter Haven, and 
Henry Whitesell, Clearwater. 

Dealers present reported increas- 
ing business in most all lines of 
hardware and related items, particu- 
larly in those sections where many 
newcomers nave become _ truck 
gardeners and fruit growers. Ex- 
pressions would indicate that hardly 





B. C. KICKLITER 


Retiring President 


the smallest business was less than 
10 per cent ahead of a year ago, 
ranging upward generally to around 
25 to 30 per cent advance, some re- 
porting even higher figures. Na- 
tional influences were credited with 
having helped, swelled by a better 
tourist season than for many years. 
Florida’s drastic new chain tax 
law, following closely the defeat of 
a proposed flat three per cent sales 
tax and a later attempted two per 
cent levy, was a topic of widely 
varied comments and discussions. 
The new law places a double-bar- 
relled assessment upon both the 
business privileges and retail re- 
ceipts of retail stores, with automa- 
tic provisions whereby in event of 
adverse tests as to constitutionality 
of the Act and if the receipts tax 
clause should be declared unconsti- 
tutional, the license fees may be 
doubled. A similar law in Wiscon- 
sin was declared unconstitutional by 
the Wisconsin Supreme Court in a 
decision handed down the day the 
Florida dealers were in session. 
Proponents of the Florida law, how- 
ever, including its author, Senator 
Tillman, of Tampa, express confi- 
dence the studied- provisions of the 
Florida enactment are such as to 
circumvent the features found un- 
constitutional in other states. 
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(Continued from page 34) 


vices as referee of questions aris- 
ing under such codes. The Federal 
Trade Commission is equipped for 
such a job, but the whole thing 
would have to be by agreement and 
not coercion. 

Free and open competition with- 
out any regulation, State or Federal, 
may develop as the best solution of 


the whole problem. Some business 
men believe that if business is per- 
mitted to operate without “shackles” 
for a while, the old-time American 
spirit of constructive aggressiveness 
will presently bring back renewed 
prosperity. Certainly that’s some- 
thing we can all use—with or with- 
out regulation. 
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Homeworkshop Equipment 
Turns Ten Times Annually 


7 ITH ten to fifteen turn- 
W eres a year on its home- 
workshop equipment Co- 

lumbus Hardware Supplies, Inc., 
54. E. Gay St.. Columbus, Ohio, 
vives the manufacturers of the line 
of power tools it handles a blan- 
ket order each year. Ten years ago 
the firm first started handling this 
type of merchandise, letting it ride 
for several years and then re- 
entering the field not so very long 
ago—with much vigor. W. L. 
Ross, vice-president of the com- 
pany, is quite enthusiastic about 
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Columbus Hardware Supplies, Inc., sell increasing 


quantity, largely on cash basis 


this line now—in fact he is a 
homecraft fan himself. He says of 
homeworkship equipment mer- 
chandising: “It’s like fire—when 
it starts it grows. The first thing 
you must have is quality. Our line 
is designed right and its quality is 
unquestioned. We keep on order- 
ing this equipment and never 
reach the saturation point.” 


Two or three times a year the 
company devotes an entire window 
to the display of homeworkshop 
equipment, and at other times 
usually includes in at least one of 
the windows two or three pieces 
of equipment, together with cata- 
logs and other printed matter. 
thus never letting the passersby 
forget that the store is a good 


This window display by the Columbus Hardware Supplies, Inc., Columbus, 
Ohio, is one of several used annually for tool display. 
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Prominent display of homeworkshop equipment helps Columbus Hardware and 
Supplies, Inc., to increase their turnover of the line. 


place to purchase such lines. The 
window shown here is a sample of 
one devoted entirely to homework- 
shop equipment. It features 
hand and power tools, power tool 
accessories and includes sample 
of homecraft work, together with 
booklets on the subject. 

This business is largely for cash 
—only those having accounts pay- 
able once a month being permitted 
to buy on credit. In addition to 
selling tools, both hand and pow- 
er types, it is the means of selling 
considerable paint, sandpaper, 
screws, nails, etc.—all of which 
builds volume. 

Catalogs and circular matter are 
regularly sent out to the store’s 
mailing list and are often included 
with outgoing packages. These 
catalogs feature machines rang- 
ing in price from $19.95 to $45 
complete. The company also uses 
mats supplied by the manufactur- 
ers in local newspaper advertising. 
All this advertising creates busi- 
ness for machine units and acces- 
sories, several cabinets of which 
are always on hand. 

Space about 20 by 20 feet in 
the middle of the store is always 
given over to homeworkshop 
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equipment— including hand tools, 
machine units, catalogs, instruc- 
tion books and related items such 
as vises, hand saws, hand scrapers, 
etc. Illustrated is the interior dis- 
play, located in space adequate for 
complete inspection of the line. 
The local Homecraft Club, of 
which Mr. Ross is secretary, has 
held several meetings in that space 
as guests of the store. 

Mr. Ross and a retired broker 
started the club, which numbers 
about 80 members—its member- 
ship including doctors, lawyers, 
business men, bankers, college pro- 
fessors and men in all walks of 
life. When the club meets in the 
Columbus Hardware Supplies 
store, no attempt is made to sell 
merchandise—although manufac- 
turers have sent demonstrators 
there for the benefit of both the 
club and the store. Despite the 
absence of attempts to sell mer- 
chandise at these meetings Mr. 
Ross says, “Our club setup is one 
of the biggest factors in selling 
this equipment.” 

Interest in homeworkshop activ- 
ities is such in Columbus that the 
club has held an exhibition of 
models made by its members in 





the Columbus Art Gallery. No 
attempt was made to capitalize on 
this showing— yet it reacted 
favorably for Columbus Hard- 
ware Supplies. In addition to the 
several meetings held in the store 
the club has met in the Ohio State 
University buildings. 

Membership in the Homecraft 
Club costs but $1 a year—putting 
it within the reach of all whose 
interests are along those lines. 
Whenever possible, no matter 
where the club meets, demonstra- 
tions are included in the program. 
Usually programs alternate—one 
being devoted to wood working 
machines, the next featuring metal 
working units. 

In addition to having lots of 
pleasure out of their meetings the 
members of the club work.on toys 
for orphans and other unfortunate 
children. Last Christmas the 
group completed 600 wooden toys, 
all of them attractively painted 
and many of them made to pro- 
vide motion. In this connection the 
club has a complete list of the 
kinds and types of equipment each 
member has available. 

Columbus Hardware Supplies, 
Inc., is enthusiastic about home- 
workshop equipment not only as 
a business builder but as a creator 
of goodwill. 
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Morley-Murphy Get-Together May 23-24 
Brings 800 Dealers to Green Bay 


More than 800 dealers and 
their wives came to Green Bay, 
Wis., on May 23 and 24, 1935, 
to attend the Fifth Annual Deal- 
er Get-Together of the Morley- 
Murphy Co. wholesale distribu- 
tors of that city. About 65 
manufacturers of radio, electric 
refrigerators, 1am ps, hardware 
rope, tools, power tools, etc., had 
a total of 76 display booths at 
the Columbus Club, This exhibit 
was open for two full days, and 
proved very popular. During the 
exhibit hours musicians and en- 
tertainers strolled about the dis- 


play floor singing and playing | 
| ing Administration gave a very 


music. 

Thursday night an _ informal 
cabaret dance was held at the 
Hotel Northland. Friday night 
the closing feature was the an- 
nual banquet at the same loca- 
tion. The display, the dance 
and the banquet were all well at- 
tended and crowded the available 
space to capacity. 

This annual gathering is under 
the direction of Walter F. Stiles, 
vice - president, Morley - Murphy 
Co. A. E. Winter, president of 
the company, was toastmaster at 
the banquet. 

It is the purpose of this annual 
gathering to bring the dealers 
in contact with the executives, 
personnel, merchandise and ser- 
vices available through Morley- 
Murphy Co. The exhibit provides 
a useful opportunity for bring- 
ing new merchandise to the 
attention of the trade and en- 
ables this wholesaler, with the 
manufacturers’ aid, to suggest 
display and promotion ideas on 
the specific merchandise handled. 
It gives the dealers a chance to 
look through the wholesaler’s 





warehouse, examine merchandise | 


lines and generally helps bring 
wholesaler and retailer into closer 
and more efficient relations in 
their common job of distributing. 

At the banquet, Chas. J. Heale, 
editor, Harpware AGE, 
York City, spoke on the impor- 
tance of dealers 
their buying that they 
have more time for selling which 
he said was their major function. 
He cited sales volume figures for 
the retail hardware business indi- 
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New | 


cating the great need of a better 
selling job through retail hard- 
ware stores. Meeting current 
competition, he said was only 
possible where wholesalers and 
retailers faced their joint prob- 
lems cooperatively, so that dis- 
tribution costs could be lowered. 
Telling of the efforts made by 
hotels, restaurants and all others 
to do a better selling job with 
customers on hand as well as 
their efforts to get more custom- 
ers, the speaker said hardware 
stores must seriously consider 
ways and means for building 
greater store traffic. 


Percy Wilson, Federal Hous- 


informative talk on the work of 
that bureau telling how the loans 
are arranged, obtained and in- 
sured with government aid. He 
stressed the importance of hard- 
ware selling efforts in tune with 
FHA work saying that as a 
group the hardware trade had 
the best opportunity of all busi- 
nesses to really develop some 
profitable business. 

The closing feature was an in- 
spirational address by the Hon. 
Henry C. Graass, Judge of the 
Circuit Court and a public of- 
ficial well and favorably known 
in the Green Bay area. Judge 
Graass scored the dishonest in 
public life and in private busi- 
ness and called upon American 
business men and women to as- 
sert themselves and to force pub- 
lic and private business to be 
handled equitably and honestly. 





GALLAHER TALKS TO 
HARDWARE BOOSTERS 


E. B. Gallaher, treasurer, 
Clover Mfg. Co., and _ editor, 
Clover Business Service, both of 
South Norwalk, Conn., addressed 
the N. Y. Hardware Boosters on 
The 
meeting was held, as usual, at 
the Hardware Club, New York 
City, with President E. R. San- 


| diford, Harpware AcE, presid- 


concentrating | 
might | 


There were 25 present. 
Mr. Gallaher spoke of the cur- 


ing. 


| rent growth of cooperative whole- 


' 


saler-retailer merchandising pro- 
grams, saying that only under 
such arrangements could hard- 





ware dealers meet today’s com- 
petition from mail order and 
chain stores. He analyzed sev- 
eral phases of competition and 
stressed the need of turnover 
stocks and competitive pricing 
with an advertising program to 
keep consumers informed. These 
remarks were prefaced with a 
critical review of the NRA and 
other New Deal activities and 
with a prediction that some form 
of inflation is inevitable. He 
urged members to meet this sit- 
uation by putting their savings 
and available money into mer- 
chandise. 


JONES & LAUGHLIN 
APPOINT W. H. WIEWEL 


Walter H. Wiewel has been 
appointed manager of sales of 
tubular products of Jones & 
Laughlin Steel Corp., Pittsburgh, 
Pa., to fill the vacancy caused by 
the recent death of Frank D. 
Grunder. The appointment be- 
came effective June 1. Mr. Wie- 
wel has for some time been con- 
nected with the Timken Steel & 
Tube Co., and previously was as- 
sociated with the United Alloy 
Steel Corp., the Standard Seam- 
less Tube Co., and Spang, Chal- 
fant & Co. 


5th CREDIT CONGRESS 
OF INDUSTRY, JUNE 18 


, The Fifth Credit Congress of 
Industry is scheduled for Pitts- 
burgh, June 18. The Congress 
is the trade group meeting day 
of the 40th Annual Convention 
of the National Association of 
Credit Men being held this year 
at the Wm. Penn Hotel, Pitts- 
burgh, Pa., June 17 to 21. 
Hardware Manufacturers’ 
Group, Chairman Paul Fieldon, 
The Norton Co., Worcester, 
Mass., and Hardware Whole- 
salers’ Group, Chairman Berl 
Boyd, Belknap Hardware Co., 
Louisville, Ky., will conduct two 
meetings. The trade groups or- 
ganized for the Congress have 
scheduled all-day programs 
built around the broad aspects 
of sales and credit administra- 
tion, with special emphasis in 
each program upon subjects or 
problems of particular signifi- 
cance to each trade. Meetings 
are open to non-members as well 
as to members of the National 
Association of Credit Men. 





MISSOURI LEGISLATURE 
PASSES SALES TAX 


A sales tax of one per cent 
which it is mandatory to pass 
to the consumer was finally made 
law with or without the Gov- 
ernor’s signature, on the closing 
of the Missouri Legislature May 
29. The sales tax occupied the 
Legislature for most of the 147 
days of its session. The tax is 
to be effective 90 days from date 
of passage, but complications at- 
tendant on collecting from the 
consumer appear to be so grave 
that suggestions of a special leg- 
islative session are heard as a 
means of outlining the procedure 
or changing the existing law. 

Since the bill makes it man- 
datory to collect for the “sale, 
service or transaction at the time 
of making or rendering such 
sale, service or transaction,” 
there seems to be no alternative 
but for the consumer to carry 
stamps to affix to a purchase to 
show that the tax is paid. There 
must be stamps not only for one 
cent on a dollar purchase or five 
cents for a five-dollar purchase, 
but also stamps of fractional de- 
nominations for smaller pur- 


| chases. 


The retailer has the prospect 
of hiring additional services to 
compile his returns on all pur- 
chases so that this report may be 
rendered with the tax on or 
before the 15 day of each month 
to the State Auditor. 





LOS ANGELES’ DEALERS 
GIVE SLOGAN PRIZE 


The recently formed United 
Hardware Stores, Inc., a coopera- 
tive buying and advertising group 
of 60 individually owned neigh- 
borhood hardware stores in the 
Los Angeles, Cal., metropolitan 
area, offered a prize for an ap- 
propriate advertising slogan. 

J. V. Guilfoyle, secretary-man- 
ager of the organization, an- 
nounced that Mrs. A. H. Hatfield 
of that city submitted the slogan, 
“Share United Savings,” and had 
been awarded the prize. A Sun- 
beam Mixmaster was presented 
to her by the Corporation Presi- 
dent N. D. Van Winkle. 

More than 10,000 suggested 
slogans were submitted. 
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AMERICAN RADIATOR 
CHANGES OFFICERS 


John E. King, assistant trea- 
surer of American Radiator Co., 
New York City, since 1927, has 
been appointed treasurer suc- 
ceeding Donald M. Forgan, who 
will continue with the company 
in his position as vice-president, 
Rolland J. Hamilton, president, 
has recently announced. Henry 
L. Weimer, assistant treasurer of 
the American Radiator and 
Standard Sanitary Corp., which 
owns the American Radiator Co.., 
has been made vice-president of 
the latter. 


DURHAM DUPLEX MOVES 
ENDERS RAZOR CO. 


As mentioned in the May 23 
issue of HarpwareE AGE, the Dur- 
ham Duplex Razor Co., Jersey 
City, N. J., has purchased the 
good will, trademarks, and other 
assets of the Enders Razor Co. 

The purchase was made on 
March 14, 1935. The Enders 
Razor Co. and its belongings 
were moved to 190 Baldwin Ave., 





Jersey City, the home office and 
factory of the Durham Duplex 
fir n. 

Enders Razors and Durham 
Duplex Razors are being handled 
by one man in each territory. 

Z. G. Shaw is general sales 
manager of the combined com- 
panies. 


ELECTRICAL APPLIANCE 
DEALERS PLAN OUTING 


The members and guests of 
the Electrical Appliance Dealers 
Association of Brooklyn had 
such a good time at their 1934 
Annual Outing and Banquet at 
the Half Moon Hotel, Coney 
Island, New York, that they have 
again engaged the facilities of 
the hotel for this year’s affair 
which will be held Wednesday, 
July 24. 

A committee including most of 
those whose efforts made last 
year’s party so enjoyable has 
been appointed by President 
Martin A. Tarzian. Detailed 
plans will be announced in the 
‘near future. 





CONTRACT BUILDERS’ HARDWARE DISTRIBUTORS 
TO MEET IN CHICAGO JULY 10TH, 11TH AND 12TH 


The National Association of 
Contract Builders’ Hardware Dis- 
tributors will hold its first An- 
nual Meeting at the Palmer 
House, Chicago, July 10 to 12, 
inclusive. One of the features 
will be a joint meeting of manu- 
facturers and distributors. 


Several manufacturers are | 


planning to arrange exhibits of 
builders’ hardware at the head- 
quarters hotel, and distributors 
attending the meeting will thus 
have the opportunity to view the 
latest improvements in the line. 

An invitation to attend the 
meeting is extended to every 
member or non-member contract 
builders’ hardware _ distributor 
who maintains a department hav- 
ing a personnel capable of in- 
terpreting specifications and 
to properly service a job. 

Mr. Dumbell, who maintains 
offices of the Association at 225- 
227 Federal St, N. S., Pitts- 
burgh, Pa., reports that consider- 
able progress has been made by 
the organization. As a result of 


this progress, the Association 
anticipates a closer spirit of co- 
operation between manufacturers 
and distributors, and the elim- 
ination of many long existing 
unethical practices. 


Cc. W. ALLEN RESIGNS 
FROM BELKNAP COMPANY 


Charles R. Rotteroff, president 
of the Belknap Hardware & 
Manufacturing Co., Louisville, 
Ky., recently made known the 
resignation of Charles W. Allen. 
Mr. Allen was vice-president and 
plant manager of the firm and 
will be succeeded by William C. 
Gibson, former secretary and 
superintendent. Mr. Gibson has 
been connected with the com- 
pany for 35 years. 

Although retiring from active 
business, Mr. Allen will continue 
as a director of the company. 
Innes W. Dobbins, a buyer, will 
take over the duties of secretary 
and Charles Allen Gage will be- 
come general superintendent. 











This window display by Russell A, Atkinson, Brooklyn, won first place in the competition conducted by the Electrical Appliance 


Dealers Association recently. 
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Other hardware dealers were among the winners of awards. 
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ST. LOUIS RETAILERS 
PLAN FAIR DEAL LEAGUE 


Ben H. Gude, president of the 
Missouri Retail Hardware Deal- 
ers’ Association is on the com- 
mittee to draft a proposed set of 
“Fair Deal” standards to govern 
St. Louis retailers now that the 
NRA is dead. The “Retail ‘Fair 
Deal’ League,” was quickly 
launched in St. Louis, May 31, 
following realization that retail- 
ers wished to preserve gains 
made under the NIRA. 

The Retail Fair Deal League 
is tentative, final adoption de- 
pending developments — in 
Washington. A meeting set for 
June 14 will pass on the pro- 
posals to be submitted by the 
committee, and will have before 
it for consideration the emblem 
which an artist promptly pro- 
duced to take the place of the 
Blue Eagle. 

The emblem shows three hands 
representing em- 


on 


clasping one 


| 


| a pledge for his signature. 


Each 
signer will be entitled to display 
the emblem “as proof that he is 
carrying on in a time of na- 
tional crisis.” 








NEBRASKA CHAIN STORE | 
TAX BILL DEFEATED 


A chain store tax bill spon- | 


| sored by the Nebraska Retail | 


ployer, consumer and employee | 


The slogan is 
“Cooperating for Prosperity,” 
and on a circle around the whole 
is the legend, “Retail ‘Fair Deal’ 
League, Metropolitan St. Louis.” 
Temporary approval has been 
given the name of the league, 
voluntary com 


respectively. 


as representing 
pliance with retail code provi- 
sions, and with plans to present 
a local code for voluntar y 
pledges of the retailers who were 
formerly the Retail 
Code. 

As outlined, the plan is to give 
the retailers an opportunity to 
demonstrate whether or not they 
are willing to submit to self-reg- 
ulation instead of the hazard of 


subject to 


chaotic conditions. 
of the agreement will be present- 
ed to each retailer by mail, with 


A new draft | 


Hardware Association and _ the | 
Federation of Nebraska Retailers | 
was defeated in the closing days 
of the State Legislature. The two 
houses couldn’t agree on whether 
gasoline stations, lumber yards 
and movie theatres should be in- 


cluded as taxable. Sponsors of 
the bill, who represented the 
18,152 retailers, defended the 


measure as equalizing the com 
petition chains and in 
dependents. 


between 


REPUBLIC STEEL MOVES | 
BUFFALO SALES OFFICE 


Effective June 1, the Buffalo. 
N. Y., district sales office of Re 
public Steel Corporation has 
been removed from 475 Abbott | 
Road to 1020 Liberty Bank Bldg.. | 
according to an announcement 
by N. J. Clarke, Republic’s vice- | 
president in charge of sales. The 
telephone number of the new 
office is Washington 7021. 

Thomas B. Davies continues in | 
charge of the office as district 
manager, by the 
same staff. 


sales assisted 


GARDINER METAL NAMES 
WESTERN SALES AGENCY 

The Gardiner Metal Co., Chi- 
cago, Ill., has announced the ap- 
pointment of Morris P. Kirk & 
Son, Inc., 2717 Indiana St., Los 


Angeles, Cal., as direct factory 
representatives for the former’s 
complete line of flux-filled 
solders. The Los Angeles firm 
will handle the distribution of 
the Gardiner product in Arizona 
and Southern California. To 
facilitate prompt shipments. a 
complete warehouse stock will 
be maintained. 


FLORIDA VOTES TAX 
HITTING CHAIN STORES 


A privilege tax measure, hit- | 


ting chain stores, has been 
approved by the Florida Legisla- 
ture to raise an estimated $4.- 
500.000 for schools. 

The bill levies an annual occu- 
pational license tax on retailers 
ranging from $10 plus one-half 
of one per cent of gross receipts 
for single stores, to $400 license 
and 5 per cent of gross receipts 
each for chains operating 16 or 
more stores. 


ARCADE CELEBRATES 
50TH ANNIVERSARY 


This year marks the 50th year 
in business for the Arcade Mfg. 
Co., Freeport, Ill. The company 
was formed in 1885 and for the 
first few years limited its line of 


manufacture to small hardware 


| items and also box coffee mills. 


From time to time various hard- 
ware articles were added—small 
household specialties—until _ to- 
day there are several hundred 
items of Arcade Hardware. 
About 40 years ago, the com- 
pany began manufacturing its 
first toys starting with a minia- 
ture box coffee mill. Since the 
hardware items made by the com- 
pany were largely of the cast 
iron the developed 


type, toys 





were of the same material and 
style of workmanship. New toy 
articles of various types and de- 
scriptions were added constantly 
until at the present time the line 
includes about 300 separate and 
distinct toys. The Arcade toy 
business has increased to the 
point where, today, the firm has 
the distinction of being one of 
the largest manufacturers of cast 
iron toys in America. 

Arcade toys are distributed 
through the wholesale and job- 
bing trade throughout the United 
States and many find their way 


| into Canada and foreign coun- 





Permanent sales and dis- 

rooms are maintained in 
York in the Fifth Ave. 
Bldg., called the “Toy Center.” 
and also in the Merchandise 
Mart in Chicago. 


tries. 
play 
New 


At approximately the same 
time Arcade toys were intro- 
duced, another division of the 


business was formed. The need 
of special equipment in the plant 
foundry for making iron castings 
in quantity led to the develop- 


ment of special molding ma- 
chines which readily found a 
market in foundries over the 
world. 


Twenty-eight separate depart- 
ments have been established in 
their plant to take care of the 
substantial volume of business. 
These departments include divi- 
sions for the houseware hardware 
specialties, refrigerator har d- 
ware, molding machinery and 
foundry equipment, and toys. 

The present officers of the 
company are: L. L. Munn, pres- 
ident and general manager; B. 
C. Trueblood, vice-president and 
treasurer; I. P. Gassman, secre- 
tary; and H. F. Zartman, as- 
sistant secretary and treasurer. 








Dinner and _ sales 


Yorker 


Anniversary 
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meeting 
Underhill, Clinch & Co., New York 
City, hardware wholesalers, and the 
Bond Electric Co., Jersey City, N. J., 
was recently held at the Hotel New 
in celebration of the 79th 


of Underhill, 


of 


itable work in 


ies. 


Clinch 


& Co. and in recognition of its cred- 
the 
Bond electric flashlights and batter- 
A number of prominent mer- 
chandisers addressed 
and a novel skit was presented de- 
picting the different methods and 
manners of sales representation. 


distribution of 


the meeting 


George Sexton, Vice-President of 
the Bond Electric Corp. spoke on 
the vast opportunities afforded to 
those who would sell merchandising 
ideas to their dealers and how profit- 
able it would be to the dealer to be 
a merchandiser rather than a pur- 
chasing agent. 
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Success Greeted First Tournament 


A permanent organization has been formed to con- 
duct annual Eastern tournament for hardware 
golfers—More than one hundred were 
present for first annual contest 





The first three-day tournament 
held by the recently formed East- 
ern Hardware Golf Association 
was so successful from every 
standpoint that such an event 
will hereafter be an annual af- 
fair. The contest was played off 
at the Shuttle Meadow Country 
Club, New Britain, Conn., on 
July 6, 7 and 8. Registrations 
totaled 103, and 85 of those 
registering actively participated 
in the tournament. Most of the 
contestants were identified with 
the manufacturing division of the 
hardware industry, although 21 
wholesale hardware firms were 
represented. A. Perley Chase, 
Chase-Parker Co., Boston, Mass., 
winner of the championship 
flight, will be awarded a suit- 
able silver trophy, which will be 
held by the winner each year. 
Mr. Chase will also be presented 
with a replica of the trophy for 
permanent possession. 

H. C. Miller, Kruse Hardware 
Co., Cincinnati, Ohio, was run- 
ner-up in the championship 
flight, and A. R. Wright, Con- 
necticut Valley Mfg. Co., Center- 
brook, Conn., with a score of 81, 
was the low qualifier. Mr. Mil- 
ler, in playing his qualifying 
round, made the 145-yard sixth 
hole in one, and, as a token for 
this feat, he was presented with 
a tin vessel of the type usually 
found under every bed in days of 
yore. On the painted surface of 
this trophy, the names of the 
foursome and of other members 
were inscribed. 

Other flight winners and run- 
ners-up were: Second sixteen— 
E. E. Baldwin, New Britain, 
Conn., and Fd. Williams. Third 
sixteen —R. W. Chamberlain, 
New Britain, Conn., and Hal 
Usher, New York City. Fourth 
sixteen—Aubrey Hager, Phila- 
delphia, Pa., and Ed. Foley, Lan- 
caster, Pa. Fifth sixteen — 
George T. Price, Cleveland, Ohio, 
and Lou Hoeflich, Philadelphia. 

Competition was very keen for 
the Tin Cup Trophy awarded for 
the highest score. Matched 
against each other in the high- 
score flight were Henry Hoeynck, 
Simmons Hardware Co., St. 
Louis, Mo.; N. A. Gladding, 
E. C. Atkins & Co., Indianapolis, 
Ind.; Carlton B. Waller, Under- 
hill, Clinch & Co., New York 
City, and K. F. Markey, Ames 
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Baldwin Wyoming Co., North 
Easton, Mass. After a grilling 
contest, Mr. Waller was declared 
winner with a “sterling” score 
of 72 for the nine holes played. 
The winner was persuaded to fill 
his trophy with a suitable bever- 
age, and it was then passed 
around. The tin cup was later 
engraved with an appropriate in- 
scription. The high-score match 
provided so much good-natured 
fun that it was decided to make 
the Tin Cup flight an annual 
feature. 

At a dinner at the club on Fri- 
day evening, the New Britain 
members, acting as host, pro- 
vided a splendid program of 
music and entertainment. At a 
business meeting which followed, 
an outline of the aims and ef- 
forts of the association was pre- 
sented by H. L. Gilliam, New 
York manager, Wood Shovel & 
Tool Co., Piqua, Ohio, who had 
been serving as temporary secre- 
tary. The temporary chairman 
at this meeting was Ernest E. 
Baldwin, Corbin Screw Corp., 
New Britain, Conn. Mr. Bald- 
win, who was also chairman of 
the Arrangements Committee, 
presented a slate of officers and 
members of the Board of Gov- 
ernors, and with the unanimous 
adoption of the names presented, 
the following were elected: 

President, E. W. Heyman, Ed- 
ward K. Tryon & Co., Philadel- 
phia, Pa.; vice-presidents, R. W. 
Chamberlain, Stanley Works, 
New Britain, Conn., and Leo C. 
May, F. P. May Hardware Co., 
Washington, D. C.;_ secretary- 
treasurer, H. L. Gilliam, Wood 
Shovel & Tool Co., 50 Chure's 
St., New York City. Board of 
Governors: Wilson F. Barnes, 
New York Wire Cloth Co., New 
York City; A. Perley Chase, 
Chase-Parker Co., Boston, Mass.; 
Henry J. Funk, Albany Hard- 
ware & Iron Co., Albany, N. Y.; 
E. C. Griswold, Corbin Cabinet 
Lock Co., Philadelphia, Pa.; 
Henry A. Hoeynck, Simmons 
Hardware Co., St. Louis, Mo.; 
L. Brewster Jackson, Wickwire 
Bros., Philadelphia, Pa.; H. C. 
Miller, Kruse Hardware Co., 
Cincinnati, Ohio, and John S. 
North, North Bros. Mfg. Co., 
Philadelphia, Pa. The organiza- 
tion’s officers also serve as ex- 
officio men bers of the board. 





of Eastern Hardware Golf Assn. 


At the final dinner Saturday 
evening, prizes were distributed 
to contestants on the basis of the 
match play round, and sufficient 
prizes were on hand for every- 
one. Next year’s tournament will 
be held at a time and place to 
be later selected and announced 
by the officers. It is certain that 
the tournament will become an 
annual event, and in 1936, in all 
probability, the contest will be 
held during May, at which time 
it is believed that the largest 
number of hardware golfers can 
most conveniently be present. 


COAST HARDWARE FIRM 
OPENS BRANCH STORE 


The new Entz & Rucker 
branch hardware store, 5960 S. 
Vermont Ave., Los Angeles, Cal., 
was recently opened to serve the 
southwest section of the city. 
President George G. Entz and 
Vice-President and General Man- 
ager George M. Rucker, son of 
Banks Rucker, founder of the 
firm, feel that the new venture 
will be as successful as the open- 
ing of their original downtown 
store in 1910, founded by Banks 
Rucker on E. Fifth St. 

Associated in the firm are: 
George M. Entz, brother-in-law 
of Banks Rucker and a brother 
of Walter F. Entz, co-founder; 
George M. Rucker and Charles 
P. Ru: ker, sons of Banks Rucker. 

Jar es C. Bastedo, associated 
with he company for the past 15 
years will be branch manager 
of th: Vermont Ave. store. 


CLOCK MANUFACTURERS 
MEET IN NEW YORK 


The Clock Manufacturers As- 
sociation of America met in 
New York, June 6. A _ resolu- 
tion was adopted stating that 
at this time it was against the 
policy of the members of the 
Association to make any changes 
in the hours of plant operation 
or rates of pay of their present 
employees. 


NESCO NAMES A. R. 
MURPHY’S SUCCESSOR 


J. A. Kasten has been named 
as successor to the late A. R. 
Murphy, representative of the 
National Enameling and Stamp- 
ing Co., Milwaukee, Wis. 

Mr. Kasten had been covering 
the State of Wisconsin for the 
firm. He will take over Mr. 
Murphy’s former territory, Mis- 
souri, Kansas and Iowa. 


‘| ginia, Minn. 
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MICHIGAN 


Alfred Kopman has opened the 
Kopman Hardware and Machine 
Shop Supplies at 2718 West 
Grand River Ave., Detroit, Mich. 
Mr. Kopman also owns a similar 
store in Toronto, Ontario. 


The Flat Rock Hardware Co., 
Flat Rock, Mich., has been for- 
mally dissolved. 


The Colby & Spittler Hard- 
ware Cofp., Hart, Mich., was 
sold at auction June 1 to Joseph 
Sikema of Grand Rapids, who 
resold it to Seth Spittler. 


A. S. Hurvich, proprietor of a 
hardware store on Hastings St., 
Detroit, Mich., has opened a 
store at 8737 West Grand River 
Ave., under the name of Home 
Hardware Store. 


MINNESOTA 


A member of the Coast-to- 
Coast system will open a hard- 


ware and automobile supplies 
store at Main Ave. N., Thief 
River Falls, Minn. Henry J. 


Boe of Newfolden, will be man- 
ager of the new enterprise. 


Improvements and remodeling 
of Beeman’s Hardware store, 
Wabasha, Minn., have recently 
been completed. A new depart- 
ment has been added and will 
carry a complete stock of sport- 
ing goods. 


Vick Koski is opening a hard- 
ware and furniture store at Vir- 
Assisting him in 
the store will be members of the 
Koski family. 

Gabbert Hardware has _ re- 
cently opened quarters at the 
corner of Fifth St. and Pacific 
Ave., Willmar, Minn. William 
Gabbert, formerly of Nelson & 
Gabbert, is proprietor, and is 
assisted by his son, Virgil. The 
firm is handling a complete line 
of hardware. 

MISSOURI 

The Vane-Culbert Paint Co. 
has leased a two-story building 
at 1108 Locust St., St. Louis, 
Mo., where they will do business 
in the future. 


NEBRASKA 
Scholz Hardware store, Bell- 
wood, Neb., has been completely 


renovated. The front has been 
painted a bright orange. 
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ALEXANDER HARPER 


Alexander Harper, 57, presi- 
dent of the Bristol Brass Co., 
Bristol, Conn., since 1925, died 
at his home in Farmington, June 
5. He had been ill for a month. 

Mr. Harper was graduated 
from Sheffield Scientific school 
in Yale in 1898. He joined the 
Bristol Brass Co. sales depart- 
ment in 1903. He became af- 
filiated with the American Silver 
Co., a subsidiary of Bristol Brass, 
and in 1910 was sent to Chicago 
to take charge of the branch of- 
fice there. In 1916 he returned 
to Bristol and became president 
and general manager of the Sil- 
ver company. In 1925, he was 
chosen head of Bristol Brass 





which position he held until his | 
death. 

Mr. Harper was a director of | 
the Bristol Bank and Trust Co., 
the Acme Wire Co. of New | 
Haven, Conn., and the Hartford | 
County Manufacturers’ Associa- | 
tion. 
Mrs. Olive Costello Harper, his 


wife, survives. 


FRANK S. WATERS 


Frank S. Waters, 57, president | 
of the Lyon Metal Products, 
Aurora, Ill., died of a heart at- 
tack on his estate west of that | 
city, June 6. Although not in | 
good health for several years, 
Mr. Waters had recently an- 
nounced that he was feeling fine. 

Mr. Waters and his brother, 
Beverly, founded the products 
company in Chicago in 1889 and 
moved the firm’s headquarters in 
1906 to Aurora where the prin- 
cipal plant was later built. In 
1928 it was merged with the 
Durand Steel Locker Co., Chi- 
cago Heights. Today the con- 
cern is one of the largest manu- 
facturers of steel lockers and 
shelving in the country. 

Mrs. Mabel Kilbourne Waters | 
and two brothers, Beverly L. of | 
Aurora and Raymond T. of Chi- | 
cago, survive. 





MOSELY W. MIX 

Mosely W. Mix, 58, vice-pres- 
ident and general manager of 
the Excelsior Hardware Co., 
Stamford, Conn., died at his 
home there May 27. 

In 1898, he joined his father 
in the newly organized hardware 
company where he learned the 
die and tool manufacturing trade 
under his father. 

Mrs. Mix and a son survive. 





ALEXANDER P. NOELL 


Alexander P. Noell, 66, died 
at his home in Greensboro, N. C., 
May 27. A native of Bedford, 
Va., Mr. Noell had been a resi- | 





oot 


dent of Greensboro since 1908, 
serving as North Carolina repre- 
sentative of the Baker-Jennings 
Hardware Corp., Lynchburg, Va., 


OBITUARY 


in which he also had financial in- | 


terests. Mrs. Noell survives. 


A. R. MURPHY 
A. R. Murphy, Kansas City, 


Mo., representative for the Na- 
tional Enameling and Stamping 
Co., Milwaukee, Wis., passed 
away suddenly, May 18, at his 
home in Kansas City. 





A. R. MURPHY 


Mr. Murphy spent his life in 
the hardware field, spending 35 
years with Nesco and the Granite 
City Steel Co., Granite City, Il. 
as representative in Missouri, 
Kansas and Iowa. In his work 
he established a wide acquain- 
tance and clientele not only in 
the territory he covered but na- 
tionally. Mr. Murphy was a 
well known figure at national re- 
tail and wholesale hardware con- 
ventions which he attended reg- 
ularly. 


ISAAC GURLAND 


Isaac Gurland, 55, who con- 
ducted the Gurland Hardware 
Store, Shelton, Conn., for the 
past five years, died June 7 at 
the New Haven General Hospi- 
tal. Mr. Gurland had been ill 
for several months following an 
operation. Mrs. Gurland and six 
children survive. 


HENRY W. TIDEMAN 
Henry W. Tideman, 71, widely 


known in the electrical field, 
passed away June 1 at St. 
Joseph’s Hospital, Menominee, 


Mich., after an illness of several 
months. Before his retirement, 
18 months ago, Mr. Tideman 
served as vice-president of the 





| 
| 


| following a brief illness. 








Signal Electric Mfg. Co., Menom- 
inee, Mich., in charge of engi- 
neering. 


J. EDWIN WOODS 


J. Edwin Woods, 70, died at 
his home in Charlottesville, Va., 
recently. He was engaged in 
the hardware business there for 
15 years before ill health forced 
his retirement. Mr. Woods is 
survived by Mrs. Woods and 
one son. 


D. E. LOWRY 


D. E. Lowry, 62, pioneer hard- 
ware merchant, died at his home 
in Madisonville, Tenn., May 31, 
He was 
a senior partner of the D. E. 
Lowry & Son Hardware Co., old- 
est hardware store in that city. 


| Mrs. Lowry, one son and two 
| daughters survive. 


MICHAEL W. McARDLE 


Michael W. McArdle, presi- 
dent of the Chicago Flexible 
Shaft Co., died in Chicago, May 
16, at his apartment in the Drake 
Hotel. He was 60 years old and 


| had been ill about a year. 


Mr. McArdle was well known 


| to the hardware trade through 





the merchandising of products 
manufactured by the firm. His 


MICHAEL W. McARDLE 


activity in the field covered a 
period of 30 years, all of which 
time he was connected with the 
Chicago Flexible Shaft Co. He 
served as president since 1929. 
Mr. McArdle was also president 
of the Flexible Shaft Co., Ltd., 
Toronto, Canada, and a director 
of Williams Cooper & Nephews, 
Inc. 

Mr. McArdle was born in 
Baileys Harbor, Wis. He held 
of law degree from the University 
of Wisconsin and was the author 
of several books on_ practical 
mathematics. 











HENRY SCHAAFSMA 


Henry Schaafsma, 77, for many 
years in hardware in Grand 
Rapids, Mich., died at his home 
there May 31. 

Mr. Schaafsma was born in 
the Netherlands and came to 
Grand Rapids in 1881. He was 
engaged in the contracting busi- 
ness for some time and then 
purchased the Kromer hardware 
store which he operated for 25 
years, He then organized the 
Schaafsma Furnace Co. and re- 
tired in 1921. 

Mrs. Anna Schaafsma and one 
sister survive. 


ROBERT C. TURNER 


Robert C. Turner, 80, promi- 
nent hardware dealer of Allegan, 
Mich., died at his home there 
June 2. Mrs. Turner, a son and 


two daughters survive. 


NEEDIM R. MOUNGER 


Needim R. Mounger, 65, pio- 
neer Owasso, Mich., hardware 
merchant, died recently at his 
home there after a long illness 
from dropsy. He had lived in 
that city for 35 years, maintain- 
ing a store most of that time. 

Mrs. Mounger and a _ son, 
Everett, survive. 


JOHN HOWARD WILLIAMS 


John Howard Williams, 46, 
secretary of Semmes Hardware 
Co., Savannah, Ga., died recently 
at a local hospital after a short 
illness. Mr. Williams was born 
in Fairview, N. C. For the past 
25 years he had been connected 
with the Semmes company. 

Mrs. Williams, John Howard 
Williams, Jr., a son, and two 
daughters survive. 


WILLIAM H. HOOPER 


William H. Hooper, 68, Cam- 
bridge, Md., who was engaged 
in the hardware business for 
many years, died at a hospital 
there recently following an op- 
eration. Mrs. Hooper, two sons 
and two daughters survive. 





DAVID E. DARRAH 


David E. Darrah, executive 
secretary of the Western Division 
of the Central Code Authority 
of the Retail Farm Equipment 
Trade, died recently at an Evans- 
ton, Ill., hospital. Mr. Darrah 
was well known and liked in the 
farm implement industry. Mrs. 
Darrah survives. 
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IRA T. FREYE 


Ira T. Freye, representative of 
the F. & N. Lawn Mower Co., 
Richmond, Ind., for 35 years, 
passed away at a Cleveland, Ohio, 
hospital recently following an 
operation. He had been ill only 
a short time. His wife, Mrs. 
Rachel B. Freye survives. 


A. L. LINDERMAN 


A. L. Linderman, 46, secre- 
tary-treasurer, Neely Nut & Bolt 
Co., Pittsburgh, died suddenly at 
his Pittsburgh home, May 8. He 
had been associated with the 
Neely company about 14 years. 


COL. CHEATHAM PARIS 


Col. Cheatham Paris, 55, Nash- 
ville, Tenn., hardware man, re- 
cently died at his home there. 
He was connected with Gray & 
Dudley for 12 years before be- | 
coming one of the organizers of | 
the Union Hardware Co. in 1911. | 
Since 1930 he had been con.- | 
nected with the Craig & Shoft. | 
ner Hardware Co. He is survived | 
by Mrs. Paris and two daughters. | 





BYRON J. QUICK 


Byron J. Quick, 58, hardware | 
merchant of Boyne City, Mich., | 
died at his home in Muskegon, | 
recently. A son and daughter | 
survive. 


WILLIAM H. JOHNSTON 


William H. Johnston, 71, Po- 
land, Ohio, hardware dealer, died 
recently at his home. He had | 
been in the hardware business 
there since 1904. Mrs. Johnston 
and four daughters survive. 





EDWARD F. HILL 
Edward F. Hill, 75, retired 


stove manufacturer, was killed 
instantly May 31 when he fell 
from the roof of his home at 
333 Nelson Ave., Peekskill, N. Y. 
He was trying to clear a gutter 
during a heavy rainstorm. Mr. 
Hill for many years conducted 
the Union Stove Works in that 
city. His wife, Mrs. Hill, a son 
and daughter survive. 


WILLIAM R. OBERLY 


William R. Oberly, 82, associ- 
ated for 50 years with the Frank- 
furth Hardware Co., Milwaukee, 
Wis., until his retirement last 
year, died recently in a hospital 
in that city. He is survived by 
a son, 


ALLEN R. McPHEE 
Allen R. McPhee, retail hard- | 
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ware dealer in Cos Cob, Conn., 
for many years, died recently at 
his home. 
health for several years. 


vive. 


WILLIAM E. OLDFIELD 


William Ernest (Barney) Old- 
field, 70, sales representative of 
the Flexible Steel Lacing Co., 
Chicago, for Texas, Oklahoma, 
Arkansas, and Louisiana, recently 
passed away at his home in Dal- 
las, Tex. 
several months. 











WILLIAM ERNEST OLDFIELD 


Mr. Oldfield was born in Little 


| Britain, Pa., but had resided in 


Dallas for many years and was 
well known among the cotton 
ginners, cotton oil millers, ma- 
chinery and mill supply trade in 
the Southwest. 

Mr. Oldfield is survived by his 
widow, Mrs. Agnes McDonald 
Oldfield. 


CHARLES Z. TRYON 


Charles Z. Tryon, 65, died June 
5 of a heart attack at his home 
in Haverford, Pa. Mr. Tryon re- 
tired as president of the Edward 
K. Tryon Co. of Philadelphia in 
1933 to become chairman of the 
board. 

Mr. Tryon entered the Tryon 
Sporting Goods Co. in 1888 as 
the fourth generation of Tryon’s 
to be associated with the com- 
pany, which was established in 
1811. Up to the time of his res- 
ignation, he was active in the 
management of the Tryon com- 
pany, as was his father, grand- 
father and his great grandfather 
before him. 

He was a member of the Union 
League of Philadelphia and or- 
ganizer of many public-spirited 
organizations and committees, as 
well as the Welfare Federation 
of Philadelphia. His charities 
and interests in civic life were 
many. 

Mrs. Tryon; a son, Edward K. 
Tryon, 3rd, now associated with 
the business as _ vice-president 


and treasurer; and a daughter, | 


Mrs. Richard Ledwith, survive. 


He had been in ill | 
Mrs. | 
McPhee and two daughters sur- | 


He had been ill for | 
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CALIFORNIA 
A. W. Pike and Co., whole- 


| 

| hardware firm, specializing 
| in locks and keys, has moved 
| from 715 Mission St., San Fran- 


cisco, Cal., to 647 Mission St. 


| The Croso Hardware Co., 2400 
| San Pablo, Berkeley, Cal., has 
| leased an adjoining store for 
expansion. The company will 
add stove and refrigerator de- 
partments. 


FLORIDA 


The Coast Hardware Co., Pen- 
sacola, Fla., was recently opened 
by F. McDonald, hardware man, 
as manager. The business is lo- 
cated at 216 South Palafox St., 
and will handle a complete line 
of hardware, builders’ hardware 
and marine supplies, fishing 
tackle, wire fencing, paints, oils 
and varnishes. He has_ the 
agency for Diamond Edge Tools 
and True’s paint products. 


GEORGIA 
The Georgia Paint Co., 88 
Luckie St., Atlanta, Ga., was 
razed by fire recently. Damage 


to the building amounted to 
$50,000 and all its contents were 
a total loss. 


INDIANA 


Smith Hardware Co., 301 Wa- 
bash Ave., Terre Haute, Ind., 
has remodeled and modernized 
its establishment. 


. 


Gerald Wickersham and Frank 
Diener have purchased a hard- 
ware store at Cutler, Ind., and 
have placed Ross Grove in 
charge. 


The A. Fromme Lumber Co., 
Terre Haute, Ind., has reopened 
a complete and modernized hard- 
ware store, replacing the one par- 
tially destroyed by fire some 
time ago. 


George Peed Farm Machinery 
Hardware has recently located in 
the Carroll Bldg., Royal Centre, 
Ind. A line of new McCormick- 
Deering farm machinery will be 
carried. 





IOWA 
| The H. R. Ritter Hardware 


store is now in its new location 
at 917 Main St., Grinnell, Iowa. 





Harry Osborne, for eight years 
associated with Sharp & Son, 
hardware store on the south side 
of the square, has purchased the 
store from Mrs. J. E. Sharp and 
Mrs. Elmer Sharp. 


KENTUCKY 


Plans are being prepared by 
Clarence Stinson, architect, for 
remodeling a store building at 
123 S. 3d St., Louisville, Ky., 
for Alfred L. Schiller, who, on 
completion, will occupy it as a 
building hardware store. A por- 
celain metal front will be in- 
stalled, together with other im- 
provements. 


MASSACHUSETTS 


Bell Hardware Co., Stoneham, 
Mass., has remodeled its paint 
department. Mr. Bell is plan- 
ning changes in the housewares 
which will include ledge display 
for small items. 


The Westerbeke Fishing Gear 
Co., Boston, Mass., suffered a 
loss of $1800, chiefly to stored 
fishing equipment, from a fire in 
the company’s loft at 279 North- 
ern Ave. 


MICHIGAN 


Emil Peltz, Jr., and Carl 
Schultz, Jr., have opened the 
Rogers City Hardware Co., 
Rogers City, Mich. 


Shakespeare Co., Kalamazoo, 
Mich., manufacturers of fishing 
tackle, sporting goods and kin- 
dred lines, has filed application 
for an extension of its charter 
for another 30 years. 


Eckstrom & Saur, Grant, Mich., 
hardware “dealers, are building 
an onion storage and warehouse 
there. 


Fred S. Kingon has reorgan- 
ized his business at 8328 Fenkell 
Ave., Detroit, Mich., as Fred’s 
Shack Hardware and Supply. 


Arthur Stork, formerly asso- 
ciated with the Burns Hardware 
Co., Grand River Ave., Detroit, 
Mich., has opened the Bright- 
moor Hardware, 21136 Fenkell 
Ave. 


NEW YORK 


Lawrence Hardware and Elec- 
tric Supply leased a store at 460 
Willis Ave., New York City. 
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ADVANCES BECOMING EFFECTIVE 


Gas Ranges 


Filshie Lead Head Roofing Nails 


Varnish 


Small Packages of Wire Brads, Etc. 


Cocoa Door Mats 


DECLINES BECOMING EFFECTIVE 


Turpentine 

Lead and Lead Products 
Solder and Babbitt 
Galvanized Range Boilers 


Black and Galv. Steel Pipe Nipples 
Some Barcalo Wrenches and Pliers 


Certain Numbers of Brooms 


BX Cable 


June 
20th 
1935 


ADVANCES BEING ANTICIPATED 


Tacks 


Paint and Varnish Brushes 


DECLINES BEING ANTICIPATED 
Copper and Copper Products 


Malleable Pipe Fittings 


Prices on lead and lead prod- 
ucts have reacted sharply from the 
peak of the recent advances. After 
a rise on pig lead from $3.50 per 
100 lb. (wholesale at New York) to 
$4.35—from Feb. 12 to May 27— 
three successive reductions brought 
the quotation back to $4, New York, 
on June 6. The National Lead Com- 
pany, and others, reduced prices, on 
June 6, 25 cents per 100 lb. on lead 
pipe, sheet lead and roofing washers. 
Daily quotations on bar solder and 
on babbitt metals have also followed 
downward. 

* * * 


Tin quotations have held 
rather firm recently, but copper, 
while officially unchanged, is felt 
to be particularly vulnerable to pos- 
sible price concessions, because it 
has so definitely depended upon 
NRA regulation. For a long time 
past, the Blue Eagle (domestic) 
price has been sharply higher than 
that ruling for export transactions. 
The very large reserve stocks of 
copper in this country were reduced 
during last year about 16 per cent, 
a much needed relief to the situa- 
tion, yet the remaining reserve is 
probably a good full year’s supply. 
New output in the United States is 
being held to a close minimum. 


16 


Makers of wire brads and 
miscellaneous light wire nails have 
prepared new price lists, to go into 
effect July 1, and containing some 
advances, though the same discounts 
will prevail as heretofore. The new 
lists are based on 100 Ib. keg lots, 
the keg lot prices remaining un- 
changed. Extras for smaller pack- 
ages are now charged net, and the 
new schedule results in a small but 
varying increase—very slight on 25 
lb. cases, somewhat more on pound 
packages, and greatest on the 14 lb. 


papers. 
* * * 


Tack makers, despite efforts 
to arrive at more profitable quota- 
tions, are continuing very low prices, 
and many of them comment freely 
that present levels are below produc- 
tion cost. It is still the hope of 
leading companies that differences 
may be adjusted before the next 
quarterly period opens. 

* & & 


The bolt and nut industry is 
in steadier position than for a num- 
ber of months past—forced thereto, 
it is said, by unprofitable operations 
during several recent months of 
severe competition. It is now thought 
that third quarter bolt prices will 
be firmly held by all leading pro- 


OWS the 


ducers (if steel prices continue un- 
changed), and with no concessions 
except the normal differential for 
carload buyers., “Short-line” bolt 
makers may be slightly irregular, as 
has frequently happened, but their 
influence is slight if the major com- 
panies hold to schedule. 
* *% * 


Barbed wire has been break- 
ing recent records of sales-volume, 
although still under sharp attack 
from the mail-order catalog quota- 
tions. Current trade prices, how- 
ever, are held unchanged by all 
American manufacturers, who pre- 
fer to disregard the competition of 
the imported wire largely offered 
by the mail-order sellers. Nails and 
fence staples continue in improved 
demand, and likewise without price 
change. 

* * & 

Makers of galvanized range 
boilers, following some _ sporadic 
price-cutting, have reduced prices 25 
per cent from the market price set 
about two years ago—and quota- 
tions now equal the lowest mark 
ever reached on these goods. As a 
result, there is considerable tend- 
ency towards speculative buying 
among jobbers and supply houses, 
though the manufacturers are not 
anxious for business on the new 
basis. The general feeling is that 
the makers must adjust their dif- 
ferences soon, and that this buying 
opportunity will be short-lived. 

* & & 


Gas range prices have been 
marked up 5 per cent or more, by 
leading manufacturers, effective 
June 15. This change, following a 
period of severe and unprofitable 
competition, is said by the manu- 
facturers to be only a moderate step 
toward badly-needed recovery. 

* * * 


Black and galvanized steel 
pipe nipples have been sharply re- 
duced, 25 per cent, and quotations 
on malleable pipe fittings, while 
officially unchanged, are weak. Job- 
bers are expecting a mark-down, un- 
less a change in sentiment occurs. 

* * * 


Tool prices in general are 
holding very firm, and the demand 
for popular-priced tools is steady, 


HARDWARE AGE 


























HARDWARE Business ? 


and rather good. A new jobbing 
price sheet issued by Barcalo Man- 
ufacturing Co. shows slightly re- 
duced prices on a few items of 
wrenches and pliers, but with most 
numbers unchanged. 

*% * * 

Lead-headed_ roofing nails 
were advanced 25c. per 100 Ib., 
June 1, by Filshie Lead Head Nail 
Company, in line with the May 
mark-ups in the cost of lead. 

* * * 

The Parker Kalon Company, 
makers of sheet metal screws and 
nails, etc., have reaffirmed their 
former prices on all lines, but are now 
allowing freight to jobbing buyers, 
on shipments of 100 lb. or over. All 
previous sales had been f.o.b. factory. 

* *% * 

Electrical goods departments 
report a lively call for fans—the 
prices and utility offered this year 
being unusually attractive to buyers. 

% * *% 

Quotations on wiring devices, 
from nearly all the manufacturers, 
have been quietly easing off for 
some time past, and, while present 
values are on a bargain level, it 
cannot be certain that the end of 
the declines is yet reached. Flexible 
armored cable has dropped $1 per 
1000 ft., or about 5 per cent. 

* * * 

Some makers of ladders re- 

port scarcity of proper grades of 
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lumber, and are slow in filling 
orders. There is a tendency, how- 
ever, among other manufacturers to 
reduce inventories, and price con- 
cessions for the larger orders are 
occasionally available. 


There seems little doubt that 
when manufacturers of paint and 
varnish brushes announce their new 
prices for the coming season, the 
brushes made with longer stock will 
advance in price 15 per cent or 








WHOLESALE HARDWARE 
COLLECTIONS 


SAN FRANCISCO—The percent- 
age of wholesale hardware collec- 
tions during April to the total 
amount due from customers (out- 
standing) on first of month was 
40.0 per cent in April, 1935, and 
39.3 per cent in April, 1934. 


DALLAS — The ratio of wholesale 
hardware collections during April 
to accounts and notes outstanding 
on March 31, 1935, was 50.0 per 
cent. 


KANSAS CITY—Wholesale hard- 
ware outstandings on April 30, 
1935, as compared to March 31, 
1935, were plus 2.5 per cent, and as 
compared with April 30, 1934, were 
plus 3.1 per cent. The amounts col- 
lected in April, 1935, as compared 
to March, 1935, were plus 11.7 per 
cent, and as compared with April, 
1934, were minus 5.1 per cent. 


NEW YORK — The per cent of 
wholesale hardware charge ac- 
counts outstanding March 31, 1935, 
collected in April was 40.0 per cent 
in 1934 and 39.4 per cent in 1935. 


RICHMOND — The percentage of 
April 1, 1935, wholesale hardware 
receivables collected during the 
month was 46.4 per cent. 


NOV 
DEC 


CHICAGO—The per cent of change 
from April last year in wholesale 
hardware accounts outstanding was 
minus 2.6 per cent; collections 
were plus 20.0, and the ratio of ac- 
counts outstanding to net sales was 
165.2 per cent. 


CLEVELAND—General wholesale 
collections in some lines during 
April were reported to be under 
last year. 


ST. LOUIS — Reports relative to 
general collections reflect consider- 
able spottiness. Various interests 
reporting on collections during 
April gave ratings as follows: fair, 
55.2 per cent; good, 36.8 per cent; 
poor, 5.7 per cent; and excellent, 
2.3 per cent. 


PHILADELPHIA — The ratio of 
general wholesale collections in- 
creased 4 per cent in April, con- 
trary to seasonal tendency. The 
ratio of collections to balances out- 
standing was 12 per cent higher. 


ATLANTA—tThe percentage of the 
accounts and notes receivable out- 
standing at the first of the month 
which were collected during the. 
month was 38.5 in April, 1935; 40.1 
— 1935, and 35.0 in April, 





Percent of Increase or Decrease in 1935 Wholesale 
Hardware STOCKS as Compared With Corresponding 
Months of 1934, (National Averages.) 


*Indicates decrease of 0.01 per cent. 
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more. There may be no change, or 
perhaps a slight decline, on brushes 
in which shorter bristles can be 
used. 

*% * * 

Quotations on window glass 
are very steady, except for a liquida- 
tion offering by one small manufac- 
turer. Other makers have not met 
this concession, believing it to have 
little effect as to duration or volume, 
and are guaranteeing their current 
quotations against decline. 

ha * oo 


Varnish prices have gone up 
somewhat, due to the higher cost of 
china-wood oil, and_ shellac is 
stronger, due to continued advances 
on bone-dry. Turpentine declined 
2c. per gal. on June 7. There have 
been some competitive flurries in 
flint paper prices by certain man- 
ufacturers, but without affecting an- 
nounced quotations. 


* * * 


Cocoa door mats are being 
advanced, effective June 15 by some 
manufacturers, but others have not 
yet followed. The mark-up, where 
announced, ranges from 5 to 7% 


per cent. 
* * * 


Reduced prices on certain 
numbers of brooms, including toy 
brooms and whisks, have been issued 
by American Broom’ Company. 
Cotton wrapping twine has been 
dropped lc. per lb. by some makers. 


& * € 


The activities of American 
importers are blamed by Secretary 
of Commerce Roper for the grow- 
ing volume of cheap Japanese goods 
placed on the American market. 
“Certain of our importers are flock- 
ing to Japan with samples of articles 
they want imitated by Japanese 
manufacturers, employing cheap 
labor with cheap living standards,” 
Mr. Roper has stated. “Once they 
have established their contacts, they 
give blanket orders for unlimited 
quantities of the cheap imitations 
and then come home to slash prices 
against competitors trying to sup- 
port American labor at an American 
wage sufficient to maintain our own 
living standards.” 

* * «# 


With May retail trade just 
about on a par with May, 1934, 
hardware merchants are _ hopeful 
that trade for the rest of the summer 
will at least balance that of last 
year. Weather conditions, however, 
have been subnormal and a change 
to seasonable conditions will im- 
prove the demand for all hardware 


lines. Early June business, too, has 
suffered from the uncertainties of 
the NRA situation. While many 
large concerns announce their inten- 
tion of continuing under voluntary 
codes, with wages and hours and 
working personnel intact, there is 
no assurance that lay-offs or changes 
in smaller firms may not curtail 
buying. 
* * 

Prices in hardware have 
shown considerable steadiness thus 
far in June, but irregularities have 
started in the retail prices of other 
“consumer” lines, especially food, 
drugs, and dry goods, which it is 
hoped and expected will not spread 
among all retailers. In the New 
York area a serious wave of price- 
cutting started early this month 
on groceries, including standard and 
advertised lines. The chain grocer- 
ies and department stores have 
taken the lead, much to the dis- 
turbance of the smaller stores. Per- 
haps one cause of the trouble on 
foodstuffs has been the gathering 
resentment among housewives at too- 
high prices. Boycotts on meats are 
heard of in several communities and 
the move has been spreading. There 
is no ground for such “strikes” 
against hardware values. 


* %*&+ 


The latest Federal Reserve 
regional reports are better than ex- 
pected as to general retail demand 
in many localities, particularly in 
the Northwestern, Central and South- 
western states. While serious floods 
have succeeded last year’s drought 
west of the Missouri River, the 
Kansas City Reserve district reports 
sales keeping ahead of last year— 


We Hardware Clg 


with great encouragement over the 
outlook for crops. 
* * * 

Manufacturing activity is 
easing off to about the usual sea- 
sonal extent, and in few instances 
has the recession been sharp or 
serious. Labor disturbances are af- 
fecting output in some lines, but 
others have been adjusted. Auto- 
mobile and truck production for 
May was estimated at 377,754 units, 
8 per cent over last May. Heating 
and sanitary equipment sales are 
running materially ahead of a year 
ago, the volume of business for the 
first quarter having gained about 45 
per cent. Output of electrical equip- 
ment is being well maintained, with 
a rate, estimated by Dun’s, about 40 
per cent higher than last year’s. On 
the other hand, steel ingot produc- 
tion has declined further, to about 
39 per cent of capacity (last week). 
Cotton cloth production has con- 
tinued near the lower level reached 
at the end of April, and lumber out- 
put has been reduced by labor dif- 
ficulties on the Pacific Coast. 


&¢ #2 # 


Wholesale commodity prices 
averaged lower, due to decreases in 
prices of beef, cotton and grains, so 
that the latest “Annalist” weekly in- 
dex fell to 124.6 per cent, from 
126.2 the week before. The month- 
ly average for May, however, was 
slightly higher than in April, rising 
to 126.0 from 125.8. “The invalida- 
tion of the NRA,” The Annalist said, 
“will apparently directly affect only | 
those commodities in which codes 
play an important part—textiles and 
copper—but the threat the decision 
carries to the AAA implies danger 

(Continued on page 54) 
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Wholesalers Endorse 


Ammunition and 
Wire Cloth Editorial 


Ready to Help 


OKtaHoma City, Oxia.—I read 
the ammunition article and am in 
hearty sympathy with it and any 
more of the same sort that will tend 
to correct the present “dog eat dog” 
situation in business, generally. 

With the Ammunition industry 
down to three manufacturers, it 
does seem there is no excuse for any 
such tactics, or the present chaotic 
condition therein. 

I firmly believe that the Retailers 
should be more fully informed on 
conditions—many of them not tak- 
ing trade papers—do not under- 
stand what is going on, and if short, 
plain articles of this sort could be 
put into the hands of every, Dealer, 
I believe there would be a new awak- 
ening among the manufacturers and 
the chain and mail order houses, as 
well. 

If I can help I will be glad to for 
as a Jobber my business depends 
upon that of the Retailers, whose 
business we must save to them. 

S. E. Crarxson, President, 
Oklahoma City Hardware Co., Inc. 


“Compliment Your 
Leadership” 


Witmincton, De.t.—Referring to 
your editorial of February 14 on 
Ammunition and Wire Cloth, we 
have carefully read this editorial 
and we cannot recall when a more 
practical suggestion has been made 
to carry out a distribution problem 
which unfortunately has degener- 
ated into an uneconomical program 
for all concerned. 

We want to compliment you upon 
your leadership in this matter and 
if we can possibly be of any service, 
we welcome the opportunity. 

I. B. FINKELSTEIN, Vice Pres. and 

Treas., 

Delaware Hardware Company. 
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Heartily Agrees 


Kansas City, Mo.—While our 
company does not handle ammuni- 
tion, we perhaps would be inter- 


“ested if the line, at least from our 


observation, had not always been 
handled by the jobber without profit 
—in fact, at a loss. 

If this industry, together with the 
Wire Cloth line which you also men- 
tion and which we do handle, could 
be stabilized and put on a profitable 
basis, we would be more than glad 
to add Ammunition to our line, and 
we therefore heartily agree with the 
program you have suggested. 

M. O. Newsy, Secretary, 
Stowe Hardware & Supply Com- 


pany. 





A Good Program 


Los ANGELES, CaL.—We are in- 
terested in your activities in regards 
to Ammunition and Wire Cloth. We 
do not handle Ammunition but nat- 
urally are interested and think that 
a great deal of good can come out 
of your program by way of correc- 
tion in some of the existing evils in 
the distribution of Wire Cloth. 

R. C. Jounston, Department Me¢gr., 
Hammond Lumber Company. 





Jobbers’ Fault 


PuesLo, CoLo.—Your Ammuni- 
tion and Wire Cloth article is cer- 
tainly a very timely one. 

It is not necessarily my intention 
to point the finger of suspicion at 
any particular jobber or manufac- 
turer. However, so far as we are 
concerned out here in this territory, 
the price disturbance in these two 
items has, to my personal knowl- 
edge, for years been caused by the 
eastern jobber who travels this terri- 
tory where he is many hundred 
miles away from home and has noth- 
ing to argue for sales except cut 
prices. In other words, he must cut 
a price so that he may secure the 


order and try and make up a pool 
car. 

If the jobbers of the country were 
to travel the territory that economi- 
cally belongs to them it is the 
writer’s opinion that this ammuni- 
tion and wire cloth business could 
be very easily set upon a paying 
basis, but if a jobber from a section 
many hundred miles to the east 
comes out here and cannot secure 
business on an equal basis then it 
has apparently always been his idea 
of cutting a price and cutting it to 
a point where he would secure some 
business. It is questionable whether 
that ever gained them anything, for 
invariably the situation is met and 
the only thing accomplished is the 
fact that a lot of merchandise has 
been sold at a price which does not 
yield an operating profit to those 
that sold it. 

We would certainly be willing to 
enter into any meeting which 
might have as its object the stabiliz- 
ing of prices on ammunition and 
wire cloth. 

J. M. Hotmes, Manager, 
Holmes Hardware Company. 





Cooperation Brings 
Results 


BattrmoreE, Mp.—Your sugges- 
tion regarding Ammunition and 
Wire Cloth is a timely one. 

We are very much _ interested, 
specially in the Wire Cloth part, as 
we do pay more attention to this 
than the Ammunition line. How- 
ever, it applies to both equally well, 
and we would like to see both sides 
get together with the idea of getting 
enough cooperation so that we could 
all make a profit out of these two 
items. 

If in some way we could only get 
the catalog houses placed so far as 
our Codes are concerned, it might 
be a great help to our entire indus- 
tries. Certainly distribution through 
manufacturer, wholesaler, retailer, 
is the logical one, and in our opin- 
ion the only sane plan to follow. 
The catalog houses and chain stores 
certainly have got to be classed as 
wholesalers or retailers before we 
are going to make much progress in 
any of the lines we handle. It is 
alarming to the wholesaler to see 
how these people are growing, and 
to think that the future business of 
the country should be handled 
through such sources, is certainly 
an unpleasant subject. 

We believe cooperation in most 
anything brings better results than 
anything else we can suggest. 

G. N. Grorr, 
Wm. H. Cole & Sons. 
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for Retail 


Hardware Stores 


Lightning No. 102 Ice 
Breaker And Display 


With the Lightning No. 102 ice 
breaker, two or three cubes at a time 
may be broken, or chipped ice made by 
the glassful. It is efficient in breaking 
ice any size, coarse or fine. The manu- 
facturer states it will not hit or chip 





the glass and the glass will not break in 
use. The glass is a bar glass, profes- 
sional shape, standard 20 ounce size. 
Banded in colors. The bands serve to 
indicate measurements of four, eight 
and twelve ounces. The handle and lid 
are streamlined and attractively finished 
in chromium. Plunger and _ breaker 
blades are rustproof. The suggested re- 
tail selling price is $1. In the display 
the selling points of the breaker are 
featured in pictures on the container— 
which is made with a display top. This 
holder-top supports the breaker on 
table, counter or in window. Each ice 
breaker is packed in this individual dis- 
play container, half-dozen or dozen to 
a shipping carton. North Bros. Mfg. 
Co., Philadelphia, Pa. 





H. C. Cook Co. Offers 
The “Pal” Angler’s Clip 


The H. C. Cook Co., Ansonia, Conn., 
offers the “Pal” angler’s clip, of com- 
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pact construction—hardened and tem- 
pered steel. Units are: a stiletto for 
cleaning and removing leaders from 
the eyes of flies; disgorger for backing 


out small hard to reach hooks; @ 


hardened and tempered clipper for 
clipping lines, leaders, etc.. and for 









or 
trimming flies and other lures; a 
thong with loop for attaching to 
lapel of fishing coat making clipper 
readily available and secure from loss. 
The manufacturers state the clip has 
sturdy cutting jaws with powerful lev- 
erage—cut easily and cleanly. The 
“Pal” is heavily nickel plated and 
packed in attractive individual boxes. 
Standard packing—one dozen clips to 
the box. A display card included in 
each dozen carton. 





Heddon “Spook” 
Lures And Catalog 


The “Spook” material is similar to 
pyralin. The line of “Spook” baits has 
an indestructible finish which sinks 
into the pyralin and becomes a part 
of the bait itself. Gives real fishy ap- 
pearance under water. 


Unlike most 





Series 





Heddon River-Runt Spook” 
Another “Fish-flesh Bait 
Transparent with Indestructible Finish 


wooden plugs, the paint on the River- 
Runt Spook does not chip off; does not 
get water logged or cracked; and bait 


does not rot. Comes in all standard 
models and shapes duplicating the 
lightness, balance and action of 
wooden lures. No. 9110 series, River- 
Runt Spook, illustrated, is of sinking 
type. Semi-transparent. Effective for 
river fishing, particularly for Small 
Mouth Bass and Walleyed Pike. 
Equally good in other waters, fresh or 
salt, for all game fish. Slow sinking 
bait with wiggling motion. Equipped 
with two sets of treble hooks. Length 
25 inches. Weight about a_ half 
ounce. The manufacturer states sug- 
gested retail selling price is $1.00. 
The Heddon catalog describes and 
illustrates in color the several models 
of the River-Runt Spook, floating, div- 
ing, underwater, and jointed. In ad- 
dition, a variety of other Heddon 
baits are shown in the catalog. There 
is the fur-finished mouse bait for Bass 
—lifelike in duplication. “Pal” steel 
rods, Heddon fly rods, weedless hooks 
and feather lures are also shown. 
James Heddon’s Sons, Dowagiac, Mich. 


Big Ben Loud Alarm 


The Big Ben Loud Alarm is in a smart 
case similar to the Big Ben Chime Alarm. 
The movement is the same as that in 
the original leg model with large wind- 
ing keys and loud intermittent alarm. The 
new model has a convenient hanger on 





the back. It does not have the quiet tick 
such as is featured in the Big Ben Chime 
model. This model was produced as the 
result of a survey of the sleeping habits 
of people—some of whom expressed a pref- 
erence for a loud alarm. It lists at $2.95 
and will be advertised to consumers. 
Special display material features “Big Ben 
now made two ways.” Western Clock Co., 
La Salle, Ill. 
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Pexto Punch And Chisel 
Deal No. PC48 


This Pexto punch and chisel deal No. 
PC48 includes 48 pieces and is furnished 
with wood display block which mounts 
complete assortment. Price and size de- 
tail of each item shown on block, which 
measures 7% in. x 9% in. Each assort- 
ment packed complete in wood case. Dealer 
cost per deal, $7.10. Total retail value, 
$10.65; individual list prices ranging from 
10c. to 33c. These are six different cold 





chisels, five different solid drive or lining 
up punches, two drift or pin punches, two 
center punches, one prick punch and one 
drift or machine punch. The Peck, Stow 
& Wilcox Co., Southington, Conn. 


Nesco Display Card 
And Color Chart 


National Enameling and Stamping 
Co. is offering an attractive, colorful 
combination display card and color 
chart for its line of Garden Girl Ja- 
panned Ware. The color chart is val- 
uable to the dealer in helping his cus- 
tomer decide on correct colors for her 
kitchen. The chart has exact color 





samples of the Garden Girl line mount- 
ed on it and each color list has an 
accompanying list of kitchen color 
schemes with which it will match. The 
manufacturer feels that the card has 
merchandising as well as exceptional 
artistic value. National Enameling and 
Stamping Co., 270 N. 12th St., Mil- 
waukee, Wis. 
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So-Lo Family 
Size Package 

In a family size package So-l.o is 
offering Blue Bond Rubber Cement, 


scraper and a half pint of So-Lo, to re- 
tail at twenty-five cents. The manu- 





facturer states it is compact, easier to 
handle and to use. Four improvements 
are: easier to spread, sticks better, 
more wear and won’t harden in can. 
The family size package is designed to 
meet chain store competition. So-Lo 


Works, Cincinnati, Ohio. 


Pick Mfg. Co. 
Has Spike-Tamp 


The manufacturer states the Spike- 
Tamp is an indestructible all metal 
tool, four parts, plate made of certified 
malleable iron. Weight 1114 lbs. Over- 
all length is four feet; plate, nine inches 
square. Spikes 134 inches long. When 


AN INDESTRUCTIOLE 
ALL METAL TOOL 
MADE OF QUALITY 
MATERIALS 

WEIGHT 11'S POUNDS 
OVERALL LENGTH 4 
FT PLATE © INCHES 
SQUARE. spixes 134 
INCHES LONG. 


USED AS SPIKER 






USED AS TAMPER 








seeding or renovating a lawn, in place 
of a spade, rake or tool, Spike-Tamp 
may be used. It may be quickly con- 
verted from a spiker to a tamper and 
reverse. One nut to turn; any type 
wrench. For golf greens, the tamper 
should be used to level high spots and 
mole runways. The suggested retail 
selling price is $3.50 each. Pick Mfg. 
Co., 104 N. 15th St., Omaha, Neb. 


Issues Booklet On 
Torridheet Oil Burners 
A booklet entitled “Comfortable Warmth 


Automatically Maintained” describes and 
illustrates features of the Torridheet Oil 
Burner. A diagram shows a typical Torrid- 
heet installation. The two types of ther- 
mostats offered by the manufacturer are 
shown. Specifications are given on model 
G. Cleveland Steel Products Co., Madison 
at W. 74th St., Cleveland, Ohio. 





Hanson Personal Scale 
Apartment Model 700 


Designed for those finding floor space 
at a premium in the modern apartment, 
apartment model 700 bathroom scale has 
mechanism fully enclosed, with rust proof 
slide buttons on bottom, rounded corners 
and a durable enamel finish. Capacity, 
250 pounds graduated by pounds. Plat- 
form 8 by 10% in. with rubber mat insert. 
Scale itself measures 356 in. x 8 in. x 10% 
in. Dial rotates underneath platform and 
is 6% in. in diameter, allowing for large 
pound graduations. Figures in black. on 
white. Packed individually in extra heavy 
corrugated carton. Standard colors white 
or green, list $4.10 each. No. 701, chrome 
trim platform, black, green, ivory, orchid, 
red, blue, and white, list $4.50 each. Han- 
son Scale Co., 523 N. Ada St., Chicago, Ill. 


Buckeye Antube 
Ant Killer 


The Buckeye Chemical & Specialty 
Co. is offering Antube, one drop of 
which, they claim, will stop ants in 24 
hours. Antube can be used in the 
home, cellar and timbers and is also 
effective on trees, plants and garden 
greenhouses. Roaches, wasps, may be 
stopped with Antube by spreading a 
drop or two where they seem to travel. 
When caution is necessary, safety Sand 
Traps can be used. Wet sand with 
water, remove surplus by shaking, then 
apply Antube. Sand Traps were de- 





veloped to control the tiny red ant trou- 
ble. As a special introductory offer, 
the company is offering 12 double size 
Antubes for $9.25. There is a thirty 
day test period before paying any 
money. Buckeye Chemical & Specialty 
Co., 131 E. 23rd St., New York City. 
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Eveready Flashlight and 
Holder for Automobile Use 


Eveready offers the illustrated Flash- 
light and holder for attachment to the 
steering post of an automobile for use in 
emergency. Light is attached to steering 
post, inconspicuously and out of the way. 


Built for hard service it is a focusing 
flashlight with range of 350 feet, finished 
in black. The maker states that it cannot 
rattle, slip nor scratch the car’s surface. 
National Carbon Co., Inc., 30 E. 42d St., 
New York City. 


American Fork & Hoe 
Issues Forestry Handbook 


The American Fork & Hoe Co., Kelly 
Axe & Tool Works, has issued a “Forestry 
Handbook” of True Temper Tools for use 
in forestry conservation and _forest-fire 
fighting and general construction work. 
Copies of this handbook are available to 
anyone having use for it. This thirty-page 
manual briefly outlines how Kelly axes 
are made, tells how to properly grind and 
care for an axe, suggests rules to follow 
in using an axe and illustrates and briefly 
describes axes, scythes, bush hooks, 
machetes, hammers of various types, grass 
hooks, weed cutters, Skelton shovels, Con- 
neaut shovels, hoes of various types, rakes, 
fire-fighting tool (combination fire hoe and 
rake). Various plants of the company di- 
visions are shown together with a brief 
notation as to the products made in each 
plant. The American Fork & Hoe Co., 
1623 Euclid Ave., Cleveland, Ohio. 


Wolverene Bolt, Rivet and 
Nut Cutter 


The Wolverene bolt, rivet and nut 
cutter is a small, compact, durable, 
heavy-duty tool that can be used in 
close quarters, length 6% in., weight 2 
lb., with cutting jaw width of 1 in. 
The tool cuts %-in. bolts and splits 
%-in. diameter nuts. The size of pres- 


Auto Power Electric 
Marvel Sprayer No. 408 
The W. R. Brown Co. Auto Power Mar- 


vel Sprayer No. 408 electric motor-driven 
sprayer can be attached to any electric 
motor having %-in. shaft which operates 
at a constant speed of 1700 to 1750 r.p.m. 
Complete outfit includes compressor, 8 ft. 
of air hose, spray gun and all mounting 
accessories. Outfit does not include mo- 
tor. Compressor of this outfit cannot pump 
oil. Piston sealed with heavy composition 
diaphragm and both intake and discharge 
valves are mounted above this diaphragm 
so that no oil from the crankcase can 


enter them. Shipping weight 6 lbs. No. 
400 compressor with mounting accessories 
same as the No. 408 but without gun and 
hose. This and other sprayers in the 
company’s line are described and illustrated 
in the company’s newest catalog sheet. 
W. R. Brown Co., 2014 N. Major Ave., 
Chicago, IIl. 


Self-locking 
Track Clip 


The Wagner Mfg. Co. is featuring 
its self-locking Track Clip as standard 
equipment without extra charge with 
its Garage and Barn Door Track. The 
manufacturer states it slips in place 
without tools or tinkering and when 
bracket is slid over the Clip a firm 
installation in perfect alignment is 
made. Complete information on this 
Track Clip is available. Folders will 
be furnished by Wagner’ Mfg. Co., 
Cedar Falls, Iowa. 


sure screw head is %4-in. square. Every 
part is forged or machined from spe- 
cial alloy steel, carefully tempered. Cut- 
ter is packed complete with instruc- 
tions for care and use in an individual 
box. The manufacturer claims 10,000 
ib. of cutting pressure. The suggested 
selling price is $6.50 each. 

Vaughan & Bushne!l Mfg. Co., 2114 
Carroll Ave., Chicago, Il. 


Electric Invisible 
Bar-ette 


The electric invisible Bar-ette, manu- 
factured by the Electric Invisible 
Kitchen Co., 221 N. La Salle St., Chi- 
cago, Ill., is portable and complete 
with refrigeration. The Bar-ette is 
suitable for hotels, apartments, homes, 
recreation rooms, etc. Cabinet is 27 
in. wide, 25 in. deep and 52 in. high, 
and, mounted on strong, semi-concealed 





castors, easily moved about. Equipped 
with Standard Electric refrigeration 
(3% cu. ft); abundance of ice cubes 
capacity. In-a-Dor removable serving 
table, concealed in front door of cabi- 
net when not in use. Entire Bar-ette 
is electrically lighted, and two addi- 
tional outlets for other electrical appli- 
ances as mixer, chafing dish, etc.; con- 
venient pull-out working shelf made of 
wood. Cabinet of furniture steel, 
welded together, finished in ebony with 
chrome outside. Antique ivory inside 
including porcelain-lined refrigerator. 
The Bar-ette is furnished complete, 
including all glassware (Dunbar 
make), and the accessories as_ illus- 
trated. Cabinet comes ready for use 
—attachable to any electric outlet. 
Equipment consists of six beer or 
lemonade glasses, six old-fashions, six 
whiskey, six chrome mixers, 2 chrome 
trays, wine decanter, and all gadgets 
shown on both doors, removable refuse 
container, towel bar. The manufac- 
turer states the suggested retail selling 
price is $225 complete. 


Fairbanks Has 
Valve Folder 


The Fairbanks Co. valve folder de- 
scribes Fairbanks globe and angle 
valves, plug type, renewable nickel alloy 
seat and disk and Fairbanks bronze 
globe and angle valves, disk type, two- 
piece radial seat and union bonnet re- 
newable composition disk. The Fair- 
banks Co., 393 Lafayette St., New 
York, N. Y. 
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Tight, durable 
GALVANIZING 


on. 
soft, ductile base 


ETHLEHEM GALVANIZED SHEETS 
have a soft, easy-working base and 
are coated with prime Western spelter, 
so tightly put on that it doesn’t flake or 
scale when the sheets are subjected to 


double-seaming or other severe forming. 


TOPPER For rust-exposed uses, recommend 
BerHfujoy) Beth-Cu-Loy, the Bethlehem 
SE aRInNG copper-bearing sheet. Beth-Cu-Loy 


Sheets are inexpensive yet high in rust-resistance. 
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SERVING THE NATION FOR 96 YEARS 


NATION-WIDE RAIL-AIR SERVICE 
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@ Here are points you cannot af- 
ford tooverlook when shipping or 
ordering merchandise:— @ Rail- 
way Express not only provides 
swift, reliable transportation, but 
also maintains a door-to-door 
pick-up and delivery service in 
all principal cities and towns. 
There is no extra charge for this 
extra service. © A telephone call 
brings Railway Express to the 
shipper’s door for pick-up and 
Railway Express delivers to the 
door of the consignee. @ Take all 
the guesswork out of your ship- 
ping problems by specifying Rail- 
way Express. @ Phone the near- 
est Railway Express agent for 


service and information on rates. 


The best there is in transportation 


RAILWAY 
EXPRESS 


AGENCY, INC. 
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How's the Hardware Business? 


(Continued from page 48) 


to the production control program 
for cotton, wheat, corn, hogs, rice, 
tobacco and sugar.” Cotton and 
sugar prices broke sharply at the 
end of May—cotton being especial- 
ly affected by Mr. Roosevelt’s de- 
pressing speech as to the results of a 
possible withdrawal of price control. 
The Government owns or controls 
more than six-million bales of cot- 
ton, and 12c. loans have been ad- 
vanced to growers on some 4,400,000 


bales. 
* * & 


Among other major indus- 
tries which have gone on record as 


| intending to preserve the code status 


of hours, wages and employment, 


| are the American Petroleum Insti- 


tute, the Cotton Textile Institute, 
the Radio Corporation of America, 
Swift and Company, International 
Harvester Company, Sears, Roebuck 
and Co., Montgomery Ward and Co., 
William Wrigley Jr. Company, and 


| the major chain store systems. The 
| Cotton Work-Glove Institute, the 
| harness industry and the chain in- 


dustry are others taking the same 
stand. Of course, there is great 
danger that these well-intended ef- 


| forts of business men to preserve 
| the NRA codes on a voluntary basis 
| may leave them open to attack un- 
| der the anti-trust laws, by either dis- 
| gruntled buyers or non-conformirg 





competitors. 
* 8 # 

Residential building contin- 
ues its encouraging improvement. 
For the first half of May contracts 
for this class were about 80 per 
cent ahead of the corresponding pe- 
riod of 1934. Projects planned, but 
not let, are also running about 80 
per cent ahead of last year. For 
the thirty-seven states east of the 
Rocky Mountains, F. W. Dodge Cor- 
poration reported a residential build- 
ing total of $22,072,500 for the first 
fifteen days of May, and a grand 
total (all construction) of $60,961,- 
300. The latter figure is about 9 
per cent under that of 1934 for the 
same period. The stiffening of 
rents and the decrease in the num- 
ber of vacancies are other recent 
betterments. 

* & & 

Construction companies have 
received a number of inquiries from 
manufacturers as to the possibility 
of having new plants erected on a 
cheaper basis, now that NRA has 
passed, but the general reply has 
been that such possibility is remote. 


Since the building material code 
cracked up last October, prices have 
been easing off, and prices of ce- 
ment and brick are now 10 per cent 
lower than even before the code. 
Building labor costs are too high, 
but the unions seem strongly en- 
trenched, and concessions there seem 
unlikely. An index of building con- 
struction costs, taking 1926 as 100, 
shows for October, 1934, a_per- 
centage of 88, while now it is around 
82. The low point of 60 was reached 
in June, 1933. While under present 
circumstances building material 
dealers cannot insure that prices 
will not work lower, they claim that 
all possible liquidation, without 
ruinous loss, has already been made. 
*% * * 

The radio industry is interest- 
ingly discussed by the Alexander 
Hamilton Institute. By selling at 
low prices the industry during the 
past two years has restored its ac- 
tivity to the 1929 rate, and has large- 
ly eliminated unemployment among 
radio factory workers. It increased 
its export trade through low prices 
to a record high level not only in 
respect to the quantity of goods 
sold, but also in respect to the value 
of its sales. The total number of 
radio receiving sets sold in the 
domestic market rose to 4,084,000 in 
1934, from 3,806,000 in 1933, and 
from the depression’s low of 2,620,- 
000 in 1932. In fact, more radio 
sets were sold than in any previous 
year, with the exception of 1929. 
Including export sales, the 1934 
total exceeded that for 1929, and 
set a new high record. The attain- 
ment of this record volume in the 
face of the greatly reduced income 
of consumers was made possible by 
the low price level. 1934 average 
price of $37 per set compared 
startlingly with the average of $133 
in 1929, 


oe @& @ 


The gross cash income of 
Ohio farmers in the first four months 
of this year has been estimated at 
45 per cent above that of the corre- 
sponding period of 1934 by F. L. 
Morison of Ohio State University, 
and 75 per cent more than in Janu- 
ary to May of 1933. For the U. S. 
the gain in farm income in the first 
quarter of the year was 12 per cent 
above that in 1934. 
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NEW TOOLS 
FROM 
THE TOOL BOX OF AMERICA 







TYPICAL CUTS MADE WITH 


STANLEY STANLEY WEATHERSTRIP TOOLS 


WEATHERSTRIP TOOLS 
A Complete Line 


Rabbet 
m9 Weatherstrip contracts have been attractive business for carpen- 


Wi Door ters everywhere. Now they can be made doubly profitable by the 
use of these new time saving tools. 

The new line of Stanley Weatherstrip Tools meets a long felt 

en need and simplifies the application of weatherstrip. All types of 

Cut standard and special cuts and grooves can be made easily and quickly. 


Stanley Weatherstrip Tools are one of the most recent additions 
to “The Tool Box of America” — the outstanding source of supply 





Meeting for a complete line of better quality tools in every price range. 
Pall Look to STANLEY — The Tool Box of America for quick 
Cut selling, profitable tool stocks. 
STANLEY TOOLS 
Send for New Descriptive Circular NEW BRITAIN, CONN. 







c gy wy A 


LiKe 


Carpenters Instructors Home Workshop Fans Farmers $ dustrial Workers yccasional Tool Users 












THEY ALL LOOK TO STANLEY - - THE TOOL BOX OF AMERICA FOR Ti.ciIR TOOLS 


JUNE 20, 1935 55 





Aurora, IIL, 








WHO MAKES IT’? 


Information regarding sources of sup- 
ply as provided readers of Hardware 
Age by the Who Makes It? Editor is 
here presented as an aid to others in 
the trade who may be seeking the same 
articles. The inquiries reproduced 
have been selected because of their 
general interest to hardware mer- 
chants and buyers. This editorial fea- 
tare in each issue supplements the 
service rendered by the “Who Makes 
It?” issue published on Sept. 27, 1934. 
When writing to the firms mentioned, 
state that you saw the product listed 
in Hardware Age “Who Makes It?” 
section or issue. 





Twin Fats, IpAnHo: Where can we 
obtain repairs for the Ford’s milker? 


Provide names and 


Wicuita, Kan.: 
addresses of several manufacturers of 


fusible fire door links—The Steel —Consolidated Wagon & Machine Co. 

Hardware Co. ANSWER: Myers-Sherman Co., 
ANSWER: Westinghouse Electric 2230 S. Union St., Chicago, Il. 

& Mfg. Co., East Pittsburgh, Pa.; ideas 

Safety Fire Extinguisher Co., 299 Sev- ArtIncTON, Mass.: Who makes Enoz 

enth Ave., New York City; Richard- | moth spray?—Menotomy Hardware 


316 W. Third St, Co. 
ANSWER: Enoz Chemical Co., 2430 
S. Independence Ave., Chicago, II]. 


Wilcox Mfg. Co., 
and Grinnell Co., Inc., 


Pryor St., Providence, R. I. 
















Revolutionary 
Lubricating Device for 
Locksmiths, Mechanics, 

Car Owners and Householders 
INAUGURATES oilless, greaseless, 
combustion-proof, permanent powder 
lubrication for everything. 


A “profit-scoop” for the Hardware, Lock- 
smith, Auto, Factory, Marine and Sports 
Goods Supply Dealer and Jobber. Write 
for details and “Microfyne” sample. 


JOSEPH DIXON CRUCIBLE CO. 
Dept. 40-CG Jersey City, N. J. 
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Cuester, Pa.: Who makes the To- 
ledo pipe vise?—E. H. Benjamin. 
ANSWER: Toledo Pipe Threading 


Machine Co., Toledo, Ohio. 
* * * 
Rose, N. Y.: Who makes Iron Age 


garden tools?—Osgood Bros. 


ANSWER: Ellis Keystone Agricul- 

tural Works, Pottstown, Pa. 
* * * 

Pontiac, Micu.: Who makes the 
Andis electric hair clipper?—Keego 
Hardware. 

ANSWER: Andis Clipper Co., Ra- 


cine, Wis. a cts 


Wuirte Prains, N. Y.: Who makes 
Sta-Brite paper as used for wrapping 
silver? — Service Hardware Supply, 
Inc. 

ANSWER: C. H. Dexter & Sons. 
Windsor Locks, Conn. 


* & 


NorFo.k, Va.: Who makes a good 
grade of charcoal that we could pur- 
chase in car lots?—Lums Hardware 
and Plumbing Supply Co. 

ANSWER: Manufacturers Charcoal 
Co., Bradford, Pa.; Southern Pine 
Chemical Co., Jacksonville, Fla.; E. I. 
du Pont de Nemours & Co., Inc., Wil- 
mington, Del., and Tennessee Products 


Corp., Nashville, Tenn. 


* %+ 


BETHLEHEM, Pa.: Provide names 
and addresses of a few manufacturers 
of bean bags.—Krause Hardware. 

ANSWER: Fulton Bag & Cotton 
Mills, Atlanta, Ga.; Bemis Bros. Bag 
Co., St. Louis, Mo., and E. S. Halsted 
& Co., 73 Halladay St., Jersey City, 
NE. 


* %*+ * 


Where can we 


Hardware & 


LAWRENCE, Mass.: 
buy Minwax?—Essex 
Plumbing Supply Co. 

ANSWER: Minwax Co., 11 W. 42nd 
St., New York City. 


© 2 ® 


Tacoma, WasH.: Who makes the 
Irish Mail wagon?—Washington Hard- 
ware Co. 

ANSWER: Hill 
Anderson, Ind. 


* * %* 


Standard Corp., 


Orono, Maine: Who makes a small 
blower filled with graphite lubricant 
for use on locks, etc.?—Fred C. Park 
Hardware. 

ANSWER: Joseph Dixon Crucible 
Co., Wayne & Monmouth Sts., Jersey 
City, N. J. 
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INTRODUCING A NEW ILCO Paptocx 


UNUSUAL -- MODERN -- ATTRACTIVE 
a great padlock value to retail for 25c. 


No. 340 


The answer to a long insistent demand from the hardware 
trade throughout the nation——a full sized padlock of warded 
lock security. Modern and smart in design and appearance. 


Mechanism is of the warded type, with twelve regular key 
changes. Padlock body is generous in size—134 in. with a 
good husky shackle. Packed 4 dozen in attractive carton. 


A symbol of supreme lock protection 


INDEPENDENT LOCK COMPANY .. F 








No. 337 


Another new outstanding Ilco padlock 
value. A disc tumbler padlock built for 
heavy duty jobs. Finished beautifully in 
black japan that stays on, and polished 
nickel highlights that attract the criti- 
cal customer. 13(in. size. AND priced 
to sell at a real profit to the dealer. 


itchburg, Mass. 
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-man came in the store the other day 
to buy a box of 



















hous much wel facia —* Cursed: 


(WE SOLD HIMTWo) \ “$200 PLEASE’ 












——tnssoma Y 


(ANOTHER SALE) 











‘Thats an sdea!l CE (GOING up) 











What started this anyway ? 


We keep a half-gross assortment display package 
on our counter, and a few of the one-duzen display 
packs as reminders in different parts of the store: 


next to wire cloth, weatherstrip, etc. 


We also have a lot of customers who buy Cross 
Sterilized Tacks in 1, 5, 10, and 25 lb. boxes. It’s 
a profitable repeat business because the tacks make 
good: every tack a good tack— uniform, sterilized, 
needle-sharp, with centered head that stays on; and 


packed clean, moisture-proof. 


YOUR JOBBER HAS CROSS 
OR CAN GET THEM FOR YOU 








W.W.CROSS & CO.INC. EAST JAFFREY, N.H. 
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CONVENTION 
CALENDAR 


36TH ANNUAL Congress of the Na- 
tional Retail Hardware Associa- 
tion, Hotel Statler, Detroit, Mich., 
June 17 to 21 inclusive, 1935. 
Managing Director, H. P. Sheets, 
130 East Washington Building, In- 
dianapolis, Ind. 





NATIONAL Wholesale Hardware As- 
sociation 41st Annual Convention, 
in conjunction with 7lst Semi- 
Annual Convention of the Ameri- 
can Hardware Manufacturers 
Association, Atlantic City, N. J., 
week of Oct. 21, 1935. Hotel head- 
quarters will be announced later. 
Secretary Manufacturers Assn.: 
Chas. F. Rockwell, 342 Madison 
Ave., New York City. Secretary 
Wholesale Assn.: Geo. A. Fernley, 
505 Arch St., Philadelphia, Pa. 





NationaL Association of Contact 
Builders’ Hardware Distributors 
Annual Meeting, Palmer House, 
Chicago, IIl., July 10 to 12 inclu- 
sive, 1935. J. H. Dumbell, presi- 
dent, 225-227 Federal St., N. S., 
Pittsburgh, Pa. 





NATIONAL Federation of Implement 
Dealers’ Associations, Hotel Sher- 
man, Chicago, Ill., Oct. 9 to 11, 
inclusive, 1935. Herbert J. Hodge, 
secretary, Abilene, Kan. 





New York Housewares Show, Penn- 
sylvania Hotel, New York City, 
July 10 to 19 inclusive, 1935. Flo. 
English, secretary, Hotel Pennsyl- 
vania, New York, N. Y. 





Texas Wholesale Hardware Asso- 
ciation 40th Annual Convention, 
Buccaneer Hotel, Galveston, 
Tex., June 21 and 22, 1935. E. P. 
Singleton, secretary-treasurer, P. 


O. Box 588, Fort Worth, Tex. 





Jiffy-Seals For 
Glass Containers 


A Jiffy-Seal is a transparent disc of 
cellulose similar to Cellophane, 5 in. 
in diameter. When moistened, the disc 
can be stretched across the top of the 
jar or jelly glass, the edges smoothed 
down around the outside and secured 
with a rubber band. As the seal dries, 
it shrinks, pulling itself into an abso- 
lutely tight contact with the edge of 
the glass firmly adhering to it. The 
manufacturer states the result is a per- 
fect seal every time with far less effort 
and in a small fraction of the time re- 
quired for other methods. Jiffy-Seals 
come in a flat package containing 25 
seals, 25 special rubber bands and 25 
labels. Clopay Corp., Cincinnati, Ohio. 
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Their Women’s 
Shop 


(Continued from page 23) 


the typewriter. The combined sten- 
cil work is then run off on the 
familiar mimeograph machine. 
About fifteen hundred copies are 
circulated each month. Special 
merchandising such as the holiday 
season calls for a more extensive 
folder and as many as eleven 
pages are included at such times. 
Complete and concise descriptive 
matter is used and prices quoted 
on all items advertised in the 
booklet. 

Delpi is a farming center, eight- 
een miles from Lafayette, a city of 
20,000 and is near Logansport, a 
city of approximately the same 
size, yet the methods used to at- 
tract the women’s trade in this 
small hardware store “on the 


banks of the Wabash” are com- | 


mendable to merchants in larger 
places. 


Unusual Service 
Contacts 


(Continued from page 21) ° 


salesmen together sold all the way 
up to 18 service jobs in a single 
day. They swamped the service 
man with work. A close tab had 
to be kept on their appointments 
so dates would not be duplicated 
or the man’s day overloaded. A 
smooth scheduling system was fol- 
lowed and the promotion went on. 

By Jan. 1, over 500 grease jobs 
had been executed and the Inger- 
soll electrical appliance depart- 
ment had been definitely estab- 
lished in as many homes. Each 
job was carefully done and satis- 
faction with the service could 
mean only one thing—good will 
and confidence for future business 
transactions. Besides the actual 
work sold, 2500 tags had been de- 
livered and the store properly 
introduced. 

Direct sales benefits began to 
show up very soon after the pro- 
motion began. Calling attention 
to the need of greasing auto- 
matically turned many people’s 
thoughts to the condition of their 
machines and, while they glanced 
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This display sells 32 
No. 1 rolls of “U.S.” 
Security Friction 
Tape at 5 cents each. 


Pea SECURITY 


?lon Rravelling 


at TION TAPE 
P. 





United States Rubber Company 





FRICTION 
TAPE 


Toul well more “e.. 
easier...featuring 


“U.S. SECURITY ! 






PY SECURITY 


1G FRICTION TAPE 





Let these silent salesmen counter 
displays sell MORE tape for you. 





Everybody needs a roll of friction 





| (Oa 


This display offers 
16 No. 2 rolls of 
“U.S.” Security Fric- 
tion Tape at 10 cents 
a roll, Put it to work. 







tape, and displaying it brings ‘‘com- 
panion” and other sales. 


“U.S.” Security Tape is also avail- 
able in No. 4 and No. 8 rolls. 


Order a supply from your whole- 
saler and see how quickly it sells. 


United States Rubber Products, Inc. 
1790 Broadway New York City 











Ty tepelise States Rubber Company 
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Now... 
priced for 
rapid turnover 


At its new, low price, Silex is bringing a gold 
mine to hardware dealers. Housewives are 
swarming to buy this means of making better 
coffee. Latest reports show that hardware 
dealers are turning their Silex on an average 
of five times monthly, and some as high as 
nine times. Hardware jobbers are this year 
selling as much in a month as they formerly 
did all last year. Display Silex prominently 
and promote it enthusiastically—you will cash 
an on the coffee brewing sensation of the year. 


The Silex Everyday Kitchen Model, featuring 
Pyrex brand glass that can be used over an 
open flame, offering a convenient molded 
handle, and matching trim, in black or red, 
retails in the six or eight cup sizes at the pop- 
ular price of $2.95. 


Everday kitchen model 






FILlexX 


‘Trade Mark Res. U.S. Pat Omce 


THE ORIGINAL 
GLASS COFFEE MAKER 


To customers wanting an electrical model sell 
this Silex with the electrical stove shown be- 
low. This exclusive stove automatically times 
the period of coffee infusion. $2.00. 


$9.00 


Mail Today 


The Silex Co., Dept. HAG 

Hartford, Conn. 

Please give me complete facts at.out building volume 
sales with Silex. 





Name 








at the back of the white tag, they 
made mental inventory of other 
appliances needed. At the same 
time, the name of the store was 
before them. 

According to C. E. FitzGibbon, 
general manager of the Ingersoll 
Hardware, major electrical appli- 
ance sales for the last three 
months of the year took a big 
jump over the same period of 
1933. Washing machine sales, in 
fact, tripled those of the previous 
year and, out of this business, at 
least a 100 per cent increase was 
attributed directly to the house 
calls. Not only were new faces 
seen at the store, but records indi- 
cate that approximately 25 per 
cent of the total appliance busi- 
ness came from people who had 
been called upcn with the service 
and greasing offer. This is*ren- 
dered more emphatic by the fact 
that the survey was just in process 
at the time. Many, as indicated, 
bought new washing machines 
while others bought refrigerators, 
vacuum cleaners, stoves, etc. 

Although it is impossible to 
check all the business, there is no 
question but what many new pa- 
trons have entered the store for 
hardware, paints, seeds and num- 
erous other store-wide items dur- 
ing the past six months. It is also 
definitely known that many of 
these people were contacted 
through the washing machine ser- 
vice canvas. A large number of 
people on the survey list have 
phoned in their orders for mer- 
chandise of all kinds to be de- 
livered. Often they mentioned the 
tag when ordering. Some, too, 
influenced by a good job in greas- 
ing their washing machine and the 
apparent efficiency of the work- 
man, have asked for service and 
repairs on other major appliances. 

Cold weather, last winter, 
forced a halt in the canvass of 
homes, but last fall’s results were 
sufficiently satisfactory to put the 
two men back in the field this 
spring. Such outside contacts 
may, in fact, become a fixed part 
of the program, for service needs 
are constantly materializing. 

“We did not intend to make any 
money on the special dollar greas- 
ing job itself,” says Mr. FitzGib- 
bon. “In fact, we planned the 
‘special’ as a form -of advertis- 
ing. Out of the dollar, 40c went 








The QUALITY group 


Bassick 


HOUSEHOLD CASTERS 
RUBBER CUSHION SLIDES 


Profit Makers for 
Hardware Dealers 





A sales producing display 
_ (“8x12”) with samples mounted 
on removable wooden plugs. 


This display available to dealers 
purchasing the quality group. 
Write for complete information 
on how it can be obtained. It is 
the most practical caster sales 
aid ever developed. 


THE BASSICK COMPANY 


Bridgeport, Connecticut 
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This isn’t a 
Putty Kutfe 


It’s a Cabo de Cubo—a ma- 
chete designed by the natives 
of Cuba and used by them for 
cutting tropical vegetation. 
One reason these natives, like 
others throughout Central and 
South America, demand Collins 







edged tools is be- 
cause they get the de- 
sign and finish they 
want plus Collins en- 
during quality. 


Hs 
Favorite AXE 


ts @ COLLINS 


No matter where you’re located—North, 
South, East or West — you'll find that a 
Collins Axe is available to meet the exact 
needs of your customers. For Collins Axes 
are made in all standard patterns, weights 
and finishes. 


Collins edged tools have a good reputation: 
Collins is a name backed by 
over a century of unvarying 
high quality, correct design, 
honest representation, and fair 
prices. 














If your jobber cannot 
supply you, write di- 
rect to us. 


Michigan 
Double Bit 





Collins Official 
Boy Scout Axe 


THE COLLINS ©°- 


COLLINSVILLE, CONN. 
AXES HATCHETS BUSH HOOKS 
* HOES PICKS MATTOCKS 
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PROFITABLE MARKETS 


SOURCES OF PROFIT 
WITH 
ee 


keke) ae ol a-ha -3 


a N G 








THE HOUSEHOLDER 


Rental Sanders and THE FLOOR CONTRACTOR 
Cut Sheets 50 yard rolls and 
Thrift Rolls 


The BEHR-MANNING Dealer is 
equipped to serve every Floor Sand- 
ing demand. These well known 
brand names—a complete abrasive 
line—assure 


FAST TURNOVER 


CUSTOMER SATISFACTION 
REPEAT BUSINESS 





v 
DURUNDUM PAPER 
50 Yard Rolls—Thrift Rolls—Cut Sheets 


v 
-SPEEDSGRITS coMBINATION 
50 Yard Rolls—Thrift Rolls—Cut Sheets 


v 
DURITE paper 
50 Yard Rolls—Thrift Rolls—Cut Sheets 


v 
GARNET Paper 
50 Yard Rolls—Cut Sheets 
v 





orem BEHR-MANNING 


ie} ti te), | 


TROY, N. Y. 
and Branches 


FOR 
DETAILS 
v 


Please send full information on BEHR-MANNING 
Floor Abrasives for Rental Sanders and Contractors. 

















Name. 
Street 
City. 
HA620 
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Every 


DEALER 
Can Sell 


KLEINS 


Electricians and good mechanics 
everywhere know that good work- 
manship depends on good tools. In 
pliers Kleins are recognized as the 
standard of quality by which all 
others are judged. ‘Since 1857" the 
name Klein has 
been the standard 
in the electrical 
field. This reputa- 
tion for the finest 
willhelpsell pliers 
for you and in- 
crease your tool 
profits. Be sure to 
stock and push 
Kleins. 


Distributed 
through 
jobbers 

















Attractively mounted on brilliant dis- 
play cards, wrapped in cellophane, 


Klein Pliers help sell themselves. 


moe MCLE Ncecs 


AVE., CHICAGO 


3200 BELMONT 





to the salesman and 10c. to the 
supervisor. The other 50c. was 
not expected to cover the full ex- 
pense of tags, automobile, grease, 
oil and service. 

“The investment proved de- 
cidedly worthwhile from the store 
standpoint. In fact, the adver- 
tising was as good as anything we 
ever did.” 

Although they made no profit 
on the special service offer, they 
did make money on the extra 
work which was contracted with 
it, according to Mr. FitzGibbon. 
Last fall they got a fair percent- 
age of extra work with the 
“special.” This spring the bene- 
fits have accrued in large measure. 
More than half of the orders com- 
ing in during the latter period 
have run over the dollar and 
many of them up to $10, $15 and 
$20. And this embraces service 
and parts only. New merchan- 
dise sales in the electrical appli- 
ance department may be classed 
as additional benefits while the in- 
troduction of store-wide customers 
for future patronage cannot be 
measured. 

As stated by the general mana- 
ger, such a promotion may also 
be considered as a means of re- 
taining good salesman over dull 
seasons. When refrigerator sales 
fell off with cooler weather last 
fall, another activity was there to 
take its place. 

Altogether, the Ingersoll field 
men have contacted a total of 3500 
homes in the store’s natural draw- 
ing area. This spring the sales- 
men are going back over the same 
territory with the same dollar 
greasing service for washing 
machines. They ask the house- 
wife if she got one of their tags 
in the special offer of last fall and 
explain that the offer is still open 
as a matter of store advertising. 
The result has been new prospects 
and new impressions. Meanwhile 
the business of the electrical appli- 
ance department is forging ahead. 


Barrett Company 
Catalog No. 42 


The W. L. Barrett Co. issued its cata- 
log No. 42, featuring glass cutters, 
glaziers’ supplies and hardware special- 
ties. It is a looseleaf-type catalog num- 
bering 28 pages with alphabetical in- 
dex. W. L. Barrett Co., Bristol, Conn. 








A Orig inaland Genuine 





Garage and Barn Door Hardware 


Practically every door installation in 
your territory can be handled most 
economically and efficiently with one 
of the three leading ALLITH series 
of door hardware—Ten-Ten, No. 2 


Reliable, or Forty-Ninety. 

















When you feature ALLITH original 
and genuine garage and barn door 
hardware, you can be sure you will 
get the lion's share of the business 
in your territory . . . you will be 
able to make a quick profitable sale 
to every customer for either new or 
renewed door installations. 


ALLITH reputation for sat'sfactory 
and enduring performance is well 
established everywhere . . . ALLITH 
leadership is recognized . .. the 
prices are right . . . and a good 
stock of ALLITH hardware to meet 
all customers’ rush requirements will 
make the door hardware volume and 
profits “roll your way.” 


If you haven't the ALLITH Catalog 
No. 100, write for your copy today 
- . « and husHe your order in for a 
liberal supply of ALLITH. 


ALLITH-PROUTY 


MFG. CO. 


OFT ALI CMe Liilatel es 
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Sales made quicker 


from this New 
CONAN) PADLOck 
DISPLAY BOARD 


Colorful—attractive—effectively dis- 
playing five popular priced CORBIN 
PADLOCKS. 


Place this new display board in a 
conspicuous place in your store and 
it will repay you many times in ready, 
profitable sales. 


ORDER YOURS TODAY! 


Size of Display Board 18” High, 
41/7,” Wide, 3” Thick. 

Lacquered Bright Orange with Black 
Border. 


CORBIN CABINET LOCK COMPANY 


The American Hardware Corporation, Successor 


NEW BRITAIN, CONN., U.S.A. 


NEW YORK CHICAGO PHILADELPHIA 

















A Blown Fuse- 
Is Easily 
Detectable 


Home owners can § 
now tell instantly 
WHICH fuse is 
blown. The contrast 
between the Black 
link and White in- 
terior clearly shows 


in the NEW 


SHAWMUT BLAC -LINK 
mm Labeled Plug Fuses 


This improvement, plus the full size 
window in the fuse, permits easy and 
positive detection of blown fuses. 
In addition to giving you the most 
practical plug fuses, we provide an 
Attractive Counter Display Carton 
that starts sales immediately. Your 
customers will REPEAT on these 
NEW Plug Fuses—Approved by the 
Underwriters Laboratories. 


The CHASE-SHAWMUT 
COMPANY 
Newburyport Massachusetts 


Fuse Specialists Since 1893 





After Blowing 
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To the experienced architect or builder no sash cord 1s 
too good. One replacement job makes cheap cord cost 
more than Samson Spot Cord. More than forty years of 
adherence to one quality standard—one grade—one name 
and trade-mark has established Samson Spot Cord as the out- 
standing dependable value. For permanent buildings Samson 
Spot Cord is almost always definitely specified. By carrying it 
in stock you will get profitable business. 
Where a moderate priced window cord is suitable, and for an 
especially good clothes line, we offer Phoenix—a real sash cord 
and good value. Phoenix is made all yarn construction, firmly 
braided, smoothly finished and has a minimum of stretch 
Phoenix may be stocked for both sash cord and clothes line use. 
It costs a little less than Spot Cord but is dependable quality 
at a modest price. 


We make cotton twine and all kinds of braided 
cord for various uses. Write for catalogue. 


SAMSON CORDAGE WORKS 


Boston, Massachusetts, U. 8S. A. 
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“One Only’ 


(Continued from page 29) 


You Get More Summer 
Sales with EVEREDY 

n 
a big bite out of his time that should as _ Preservi q 
be spent in courting his customers, the quipment. 
ones who make it possible for him to g 
be in business. 


Let’s not run away from this buying 


> picture of the business without calling ys 

attention to the fact that the complacent rors 
e retailers are paying the salaries and K ’ 
expense of every high-class salesman ( — 
and every tin peddler that infests the Spl wer = 

road. .* 
My dear retailer, are you not employ- 
MA K E S A ing and paying 10 salesmen for calling 2 ‘ 


upon you when two would do a better 
job of it? If, by your superior wit, you 
are escaping your fair share of this 
expense, are you not mooching in per- 
mitting your brother merchants to pay 
more than their part? 

What will be done about it? Well, 
while it is fresh in mind, it will be 
talked over during business hours with 
the genial traveling salesmen who hap- 
pen along. When we go home at night 
we will sit and think for a while; after 
that we will just sit. 

The writer is a specialist—a diagnos- 
tician. It is not in his line to prescribe 
remedies—in fact the market is full of 
good remedies, any of which it appears 
would produce an improvement over 
present conditions. It strikes him that 
the retailer’s troubles may he akin to 
stomach trouble, the correction depend- 
ing not so much on what one may do as 
what one quits doing. 

In recent months, we have talked to 
many retail hardwaremen. They are all 
agreed that they need better prices on 
the goods they buy and almost uni- 
versally they will reluctantly admit that 





Everedy Strainer Set 
No. 350: For straining 
jellies, catsup, fruit 


juices, etc. Fits any 
kettle or crock. Re- 
tail, ea. 






Everedy’s Climax Capper No. 
250: Crowns bottles of all sizes. 
Needed in every kitchen for 
sealing. Saves many times its 
cost in resealing partly used 
bottles of charged water. Re- 
tail, ea. 75c. 


Everedy Cap-Master, No. 355. 
The successful opener fer 
ALL screw caps and crown 
caps. Retail, ea. 15c. 


Place your orders TODAY. 
Sold by leading jobbers from 
coast to coast. 


Write us for circulars of 
Money-Making Hardware 
items. 








The EVEREDY CO. 
Frederick, Maryland 


GAS RANGE 
PERFORMANCE 

















Combination 


Padlock 








their out-of-date system of buying is 
not good. But it is remarkable how 
they appear to be of one mind on the 
question of remedies. Nearly all are 
looking for some sort of a sugar-coated 
remedy that will produce the better 
price result without ipterfering with 
their present habits of buying one only 
and spending 80 per cent of their time 
being entertained by salesmen. They 
get the point, but they would just 
rather go broke than to turn their backs 
upon their old habits and prejudices 
to play the game in the nineteen-thirty- 
five way. 


Bond Electric Issues 
Jobber-Salesman Paper 


Bond Electric Corp. is now issuing 
“Trade Views” to jobbers and jobbers’ 
salesmen for helping to develop mar- 
kets for flashlights, flashlight cells. It 
is distributed to jobbers and salesmen, 
when ordered by the jobber, free of 
charge. Each issue has an editorial 
covering different markets in which 
flashlights, batteries and other mer- 
chandise handled by Bond wholesalers 
is used. It is offered to assist in selling 
Bond as well as other lines of mer- 
chandise. Bond Electric Corp., 257 
Cornelison Ave., Jersey City, N. J. 








Turner Camp Stoves are designed with 
a new and exclusive feature—each burner 
is individually operated and controlled, 
permitting furious boiling and slow sim- 
mering at the same time. 

In addition, the burners light instantly 
—no generating—develop an intensely hot 
widespreading flame. 

Other Turner features are a sturdy con- 
struction throughout; a heavy non-warp- 
ing welded stecl grate; easily removable 
fuel tank with a built-in pump and de- 
tachable generator tube. 





Every stove is individually fire tested 
at the factory. 

Ask your jobber or send us his name 
and we will see that you get full informa- 
tion and prices. 


et —— Il, U.S.A. 
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National Advertising 


¥S 


Helps You Sell 
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WE ALSO 
MANUFACTURE: 


SCREEN 


HOSE REELS 


ITEMS. 


already received from farmers, in answer to e 


our first spring ad—and still coming! Now 
they are sending in box tops, showing ac- 


tual purchases! 


Order from your jobber. 
Fowler & Union Horse Nail Co., 1000 Military Rd., Buffalo, N. Y. 


NORTHWESTERN 
CROWN ” UNION 


Pan? IN NEW COLORED BOXES 


Aisne 


= 3 * 
© % 





DETAILS. 











PRUNING SHEARS 
GRASS SHEARS 
GARDEN SPADES 


HARDWARE 


FOLDING CHAIRS 


AND NUMEROUS 
OTHER SPRING 
AND SUMMER 


SEND FOR CATA- 
LOG AND FULL 


ANOTHER C-K-R ITEM 


THE BUCKEYE 
WINDOW ADJUSTER 


(PATENTED) 











A new patented adjuster which is 
ideal for cellar windows and all 
other windows hinged from the top. 
So constructed that a window can be 
opened to any desired position 
safely, securely and automatically, to 
permit proper ventilation. Made so 
window, when closed, can be se- 
curely locked by inserting pin or 
lock in hole provided for this pur- 
pose. A fast seller now with the 
Better Housing activity encouraging 
home repair work! 





THE C-K-R CO., 1836 Euclid Ave., Cleveland, 0. 











A Joker in the Pack of the New Deal 


voted all of his time and atten- 
iton to recovery, and allowed re- 
form to wait awhile, I think he 
and all the rest of us would have 
had a much better time. The 
trouble is he attempted to do too 
much at once. He mixed up so 
many things in Washington and 
started them all going at the same 
time that there were hardly 
enough letters left in the alphabet 
to take care of the various move- 
ments. The human mind after all 
has its limitations. You can drive 
so many horses abreast or tandem, 
but there is a limit to the number 
of horses even the best driver can 
manage. Having started all these 
things in Washington, everything 
had to be done in Washington. 
Everybody with any business had 
to go there. There have been con- 
ferences and hearings galore. 
Millions of dollars have been 
spent not only by the government 
but by business. Lawyers have 
had a grand and glorious time. 


JUNE 20, 1935 


(Continued from page 26) 


Sitting on the side lines watch- 
ing these things led me to the con- 
clusion that the great mistake 
being made was attempting too 
much in Washington. There was 
too much centralization. They 
tried to do things in a year that 
in the nature of the case will take 
five or ten years. Besides that, 
the organization and the machin- 
ery of the N.R.A. necessarily had 
to be thrown together quickly to 
take care of all these plans. Every 
Tom, Dick and Harry got a job, 
and while the top men selected, 
the heads of the various bureaus, 
may have been intelligent, they 
certainly had an army of dumb- 
bells under them. These dumb- 
bells didn’t know what it was all 
about, and they were afraid to do 
anything for fear they would get 
in Dutch. So they passed the 
buck. Letters were not answered. 
Business men waited week after 
week and month after month for 
decisions. 


It certainly will be some job 


to untangle these five thousand 
employees. In this morning’s 
paper I read that many of them 
will be kept to file away the valu- 
able information that has been 
gathered through these years. [| 
wonder who will ever dig up these 
files and read this information. 
Probably some future historian 
in 3000 A.D. 

According to my idea, looking 
at the situation simply from the 
mechanics of handling any new 
plan, only very important men 
with a skeleton staff should be in 
Washington. It should be their 
duty to lay out the plans, to pick 
out a few essential things that 
should be done and then write out 
clearly and definitely just what 
action should be taken on these 
things. In other words, lay down 
the rules of the game just as a 
book of rules is made up for the 
game of bridge. A few make 
these bridge rules but when they 
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MR. RETAILER---- 


We earnestly recommend that 
you ascertain which of your Job- 
bers is featuring guaranteed Tools 
of our manufacture; 


—Then have his representative 
explain what the offer is, how it is 
truly planned for helping YOUR 
interests ; 


—How your profit is assured via 
rapid sales of correctly priced Tool 
values; 


—Sold to you necessarily in 
“deals” constituting genuine co- 
operation between you and your 
Jobber; instead of merely estab- 
lishing a difficult-to-sell high mark- 
up, and then letting you hope to 


sell. 


The PECK, STOW & WILCOX CO. 


Tool Mfrs. For Over a Century 
Established 1819 
SOUTHINGTON, CONNECTICUT 





A KNIFE IN THE CUSTOMER’S 
HAND IS A KNIFE HALF SOLD 
..-if it’s a keen Remington 


A knife ought to feel good and comfort- 
And if it does, it will sell itself. 
Remingtons are designed right and that’s 
why they sell. 

And Remington knives stay sold. Only 
the highest quality steel is used in the 
blades—they take an edge and keep it 

-and any knife is only as good as the 
edge it holds. Handles are built to give 
rugged service. You'll find it pays to 
sell Remington du Pont quality knives! 
Remington Arms Co., Inc., Cutlery 
Div., Dept. G9, Bridgeport, Conn. 


able. 


Remington, 
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are made, thousands can play ac- 
cording to the rules. 

Then there should be boards in 
certain sections. These boards 
should have very wide powers in 
handling local conditions. Only 
the most important cases should 
be brought to the attention of the 
organization in Washington for 
final decision. The Washington 
organization itself would be like 
the Supreme Court of the United 
States. In other words, my plan 
would be to have business courts 
in “jobbing centers” throughout 
the United States. These courts 
to regulate business according to 
the principles laid down by the 
Supreme business Court in Wash- 
ington. The United States is too 
large a country to have all of its 
business details handled in one 
place. Conditions in the various 
parts of the country vary too 
greatly. This country not only 
in a business way but in a gov- 
ernmental way must be localized. 
All the machinery of modern civ- 
ilization is leading to this. We are 
localized in thinking just as much 
as we are in business. You cannot 
take all of these local interests 
and all of this local thinking and 
put it through the neck of a single 
bottle in Washington. That plan 
simply will not work. 

There are two things in my 
mind—one is control, and the 
other is the machinery of -action. 
It may be all right for the control 
to be centralized. I mean by this, 
the high thinking and the high 
planning, but the machinery of 
action in a country of this size 
with its diversified population 
simply cannot be centralized. The 
only way to handle a big job is 
to divide it up into its parts, and 
then finally to weld these parts 
together. 

Finally, I have another idea that 
probably would be declared un- 
constitutional by the Supreme 
Court. I believe that when a cor- 
poration reaches a certain size in 
this country, it becomes in a large 
measure, a corporation of public 
service. Now I suggest that when 
corporations reach this size, the 
United States government place 
a director or two on the board 
of these corporations. The direc- 
tors will be on these boards 
to look out for the interest of the 
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2 024 Glass Cutter 

ped The Glass Cutter that CUTS 
me, —The cutter that glaziers 
G ; prefer—the cutter that makes 
‘= amateur glass cutting less 
Ox of a losing gamble with 
feky breakage. 

No. 9 Sandpaper Holder 


Pas 


One of the best sellers In new 
small tools for general use in 
the hardware and paint trade 
this year. Retails for 25¢. 
in fact—every customer 
needs at least one for house- 
hold, garage or shop use. 


LANDON P. SMITH, Inc. 


IRVINGTON, N. J., U. S. A. 


GLASS CUTTERS 


SLAZIERS’ POINTS - GLASS PLIER 
PUTTY KNIVES - WO 


>) SCRAPERS - LAWN SPRINKLERS 























THEATRES 

SIGN MEN 

HOSPITALS 
HOTELS 


DISPLAY MEN (> 


. These large users of Micklin 
Corne rs order as many as 1000 
and more corners at a time! 
No sales arguments are neces- 
sary. They readily understand 
that Micklin Corners will mean 
a saving of time, labor and 
money. Progressive dealers 
everywhere are ringing up BIG 
profits from these volume buy- 
ers. Get the volume business in your town. 





Carpenters, home owners, wood 
workers, florists and poultry 
raisers also use Micklin Corners. 
Anyone can use them. Micklin 
Dual Corners make true, rigid, 
right angle joints for screens, 
glass cloth frames, shelves, etc., 
without mitering or mortising! 
Micklin Single Corners strength- 
en saggy and wobbly joints. 


Every hardware dealer should take advantage 
of this fast selling specialty. Attractive 
sales helps, including three color counter dis- 
play, furnished without charge! Order 
Micklin Corners from your jobber TODAY! 


Write for samples. 


MICKLIN MFG. CO. 


Dept. 57 Omaha, Nebr. 
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“YY ARD-BOY” INCINERATOR 
AND RUBBISH BURNER 


Burns grass, paper, leaves, rubbish, 
etc. Lights at the top—burns down- 
ward. Burning rubbish may be used to 
incinerate garbage. Ideal for homes, 
camps, resorts, estates, schools, parks, 
institutions. No flying sparks — ap- 
proved by fire preventive boards and 
testing laboratories. Samples well dis- 
Dlayed will sell quickly. 


List Price 
No. [—1'/2 bushels, wt. 65 Ibs....... $15.50 
No. 3—3 bushels, wt. 115 Ibs....... 28.85 
No. 6—6 bushels, wt. 190 ibs. beiteess 49.50 
(No. 6 is Wilder Aluminum fused metal—not 


porcelain) 

Discount 40% F.O.B. Factory. 

Order samples now. The ‘‘Yard-Boy’’ sells all year 

round, but the summer and fall demand is espe- 

cially heavy. 

THE MALLEABLE STEEL RANGE MFG. CO. 
South Bend, Indiana 




















ACHINE 
CORD “Screws 


Screws—Wood, Drive, Coach, 
Cap, Set, Thumb, Lock 
Cap, Knob. 

Folts—Stove, Tire, Sink. 

Nuts—Semi-Finished, Machine 
Screw, Acorn Cap. 

Chain — Sash, Jack, Safety, 

er, Furnace, Register. 

Escutcheon Pins. 


THE CORBIN SCREW 
CORPORATION 
THE AMERICAN HARDWARE 
CORPORATION, SUCCESSOR 
New Britain, Conn. 
Warehouses: New York 
Chicago Philadelphia 





























More Good Luck Jar Rub- 
bers are sold than any other 
kind. Used by experts and 
home canners for 20 years. 
Highest quality jar rubber 
made. Nationally adver- 
tised. Excellent profit. Big 
repeats. 10c a doz. Two 
gross (24 cartons) in full 
color display container. 


GOOD LUCK Jar Rubbers 


With the BIG handy lip 


BOSTON WoVEN HOSE & RuBBER CO., Cambridge, Mass. 
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LINES WANTED 


Successful, established manufacturer's 
agent, also doing big importing business, 
is seeking one or two additional lines. 
We are now contacting jobbing and 
other sales outlets throughout entire 
country east of Rockies. Write giving 
details. 


THE HOUSE OF CRANE 


Indianapolis, Ind. 










SELL WATER SYSTEMS 
that PROTECT YOUR PROFIT! 


Deming offers you every- 





thing you need to make and 
protect water system profits. 
Two of many outstanding 
Deming VALUES in Water 


Systems are illustrated. 


For Shallow Wells 
The Deming 
“Marvelette” 


$49.50 and up 
F.O.B. SALEM, OHIO 


For Deep Wells 
Deming Fig. 562 
Worm Drive 
Water System 


$95.00 and up 
F.O.B. SALEM, OHIO 


Ball bearing equip- 
ped. 5 inch stroke. 
Exceptionally quietin 
operation. All work- 
ing parts fully en- 
closed. CYLIINDER 
REGULARLY included 
in list prices. 


Full Cushioned Power. 
Noiseless. Automatic 
Air Control. Repul- 
sion-Induction Motor. 
Stainless Steel Piston 
Rod. Capacity 250 
gallons per hour. 


Write for complete information 


THE DEMING COMPAN 


605 BROADWAY e e SALEM, OHIO 


PUMP, MANUFACTURERS SINCE 1880 














The amned Sellers On CARDS 


STAR Heel Plates 
have outsold all 
others for over 





25 syears. For 
quick sales and 
rapid turnover 


try our No. 5% 
Assortment on 
Cards. Each card 
holds 3 pairs as- 
sorted — 1 pair 
each of Nos 2, 3 
and 4—the best 
selling sizes. The 
Cards draw atten- 
tion to them. 
Facked 1 doz. Cards to the bundle. Also sold in bulk (9 sizes) and 
on other Card Assortments. Sold by Leading Jobbers. Send for 
Samples and Price. 


STAR HEEL PLATE CO., Newark, N. J. 
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Drop Forged 
WRENCHES 


Each year establishes more 
definitely ARMSTRONG 
leadership in the quality 
wrench fleld—leadership in 
designs, in quality and 
reputation. 

















Made in 50 types, in all 
sizes, of special high-car- 
bon end of chrome-vanadium 
steels; and coming on at- 
tractive stock display boards 
or in matched sets for every 
conceivable use; widely and 
consistently advertised and 
known to tool buyers every- 
where; with standardized 
prices and uniform dis- 
counts the country over; 
ARMSTRONG WRENCHES 
are today’s most outstanding 
wrench line—are 

the line to sell. 


Write for 
Catalog 
B-35. 








on boards, 
in sets 

—in rolls, 

boxes and 
eases 


50 Types 
All Sizes 


Armstrong Bros. Tool Co. 
“The Tool Holder People” 
314 N. Francisco Ave., CHICAGO, U.S.A. 
New York Sales Office: 109 Lafayette St. 


ARMST RONG 




















Customer 

Takes a 
Package— 
Another 
Slides 


Into 





This Display Sells Tape 


(THE New Slipknot All-Metal 

Automatic Salesman, with 
Stock Bin, holds 48 rolls assorted 
of fast selling Friction Tape, to 
retail at 5, 10, 20 and 35 ets. per 
roll. This tape is extra adhesive 
—can’t dry out—has greater ten- 
sile strength—edges can’t ravel. 
Will double and treble your tape 
sales. 

Also SLIPKNOT Double Wear 
RUBBER SOLES on Colored 
Cards with Cement. Finest qual- 
ity rubber. All sizes. Sold through 
Jobbers, Write for details to— 


PLYMOUTH RUBBER COMPANY, Inc. 
Largest Rubberizers of Cloth in the World 


100-200 Revere St. CANTON, MASS. 




















people. Such a system would give 
elasticity—and many things, to 
use the vernacular, might be 
stopped before they are started. 
Now I don’t mean that politicians 
exclusively be made directors in 
these companies. Naturally men 
should be selected who have the 
experience and ability to be of 
actual service to the company as 
directors. 

Another suggestion I have in 
mind is that the President of the 
United States in selecting his Cab- 
inet should take some of the lead- 
ing active business men of the 
country into his official family— 
men who know about business 
from the practical end, not from 
theories. Not only should there 
be business men of this caliber in 
the President’s cabinet, but there 
also should be men who have 
come up from the ranks as labor 
leaders. By this I mean practical 
labor leaders, not those who have 
learned about labor from a course 
in college, or from books. 

Just one more suggestion before 
I finish. I wish to recommend to 
the Federal Trade Commission 
that before they make an investi- 
gation of a concern or an industry, 
they look up the profits made by 
this concern or industry for sev- 
eral years before the investigation 
starts. It is just a little amusing 
to see an investigation of a con- 
spiracy, in full swing againsi 
some industry that has not made 
a dollar for five years, when 
can be seen by a casual reference 
to Standard Statistics that other 
industries are making excessive 
profits. Such industries do not 
seem to be investigated, while the 
industries that are actually los- 
ing money seem to have all the 
trouble. Couldn’t a lot of time 
and labor be saved by looking up 
these facts about the industries in 
advance? 


Bright Star Catalog 
Is Now Available 


The Bright Star Battery Co. has a 
colorful and attractive catalog illustrat- 
ing and describing such Bright Star 
products as flashlights, flashlight bat- 
teries, radio batteries, dry cells, and 
vitasparks. Also illustrated in color are 
several Bright Star display units. Cata- 
log will be sent upon request. The 
Bright Star Battery Co., Clifton, N. J. 











”. to more 
as places. 


of historic interest — nearer the retail 
shopping district, theatres, etc.—and com- 
bining everything in appointments, con- 
veniences and luxuries thata modem struc- 
ture could offer—with aservice that exem- 
plifies Philadelphia's famed hospitality. 


Dhe 


BENJAMIN FRANKLIN 


PHILADELPHIA 


LARGEST UNIT IN UNITED HOTELS CHAIN 








The Original 
“HORSESHOE MAGNET” 
HAMMERS 


Steel Forgings, Perma- 
nent Magnets. The best 
magnet hammers on the 
market. Give long and 
satisfactory service. The 
Hammer holds the tack. 


ARTHUR R. ROBERTSON 
Sole Manufacturer 
596 Atlantic Ave., Boston, Mass. 

















You'll find REAL 


Sales Representatives 
advertising in the 
Sales Accounts Wanted 


Columns 
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| Nationally Advertised to Sell for 
HANSON 825 
COOK-0-METER 


Featured in Good Housekeeping—ap- 
proved by 14 leading domestic science 





To completely satisfy your customers, ask your jobber for COLUMBIAN experts. It’s the greatest advance in 

Tape-Marked. You can tell it by the Tape-Marker in all sizes and — _— ~ a — 
on in n q 

the red, white and blue surface markers in 34 inch diameter and larger. pa p be to increase your kitchen 


Columbian Rope Company, Auburn, “The Cordage City”, N.Y. scale profits. 
Ask your jobber about 


TV aa RACULUL Tad ID | HANSON SCALE Co. “(. 100) < 7 


fhe = EE) GET BEHIND THIS FENCE— 


? ALBION y \ for PROFITS! 




















; Modernized PRESSURE GUN 
. for Caulking and Glazing 
Entirely NEW Mechanical Accuracy 
Features Super Pressure 
No handle springs, dogs, pawls Tremendous pressure developed 
or ratchets. Made in various with ordinary effort. 


sizes. Cadmium finish. 
ORDER DIRECT OR THROUGH YOUR JOBBER 











N Send for Descriptive Circular 
ALBION MFG. CO. 
7 Albert & Martha Sts. Philadelphia, Pa. 
\1 





Style No. 100. 15%” O.D. line posts, 1%” O.D. top rail 
Style No. 200. 2” O.D. line posts, 1%” O.D. top rail 


| Write for new catalog and let us send you our interesting 








proposition. 
W. F. ROBERTSON STEEL & IRON CO. 
73 Elm St. Cincinnati, Ohio 


nn Stock and Profit with 


WIRE “G &B” QUALITY Products 


. POULTRY NETTING 
Ss 
Goop STRAITLINE FENCING 
¢€ éB CALVANIZED HARDWARE CLOTH 


SCREEN WIRE CLOTH: 
“PEARL” 








- / “ACME” ELECTRO GALVANIZED 
‘ QuaLI TY, PAINTED BLACK 
Provucts / COPPER 


BRIGHT and ROMAN BRONZE 


- The Gilbert & Bennett Mfg. Co. 


Betablished 1818. America’s Oldest Woven Wire Factory-Manufacturers 
WIRE CLOTH, NETTING and FENCING 


Galvanized Steel Wire Cloth in all Meshes and Gauges 
New York City Georgetown, Conn. Chicago Kansas City, Mo. San Francisco 





CHAIN LINK 


FENCING 























‘““SURE-GRIP”: | | 
GALVANIZED STEEL | WA fy be E af Ss 
HOSE CLAMPS | In Kegs or Cartons 
S ey 
GARDEN | 
“HYDRANT | | All our washers are hand 
, | sorted after tumbling, no 
i FOR { sr sreay a scrap or slugs in the kegs. 
a M 
| STEAM... | Rj * ? 
Send for Complete Price List a 
Sold by Leading Distributors bd 
J. R. CLANCY, Inc. THE MASTER PRODUCTS CO. 
fie arg 6410 Park Ave., S.E. Cleveland, Ohio 
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CLASSIFIED OPPORTUNITIES SECTION 


Positions Wanted Advertisements 


at special rate of one cent a word, mini- 
mum 50 cents per insertion. 


All Other Classifications 


Set Solid, Maximum of 50 words... .$3.00 
Each additional word ..........>+ 06 
All Capitals, Maximum of 50 words.. 4.00 
Each additional word ..........-- .06 


Allow Seven Words for Keyed Address. 
Boxed Display Rates 


Oe pte tetekee keen d dbase aed $5.00 
Each additional inch ..........22. 4.00 


Discounts for Consecutive Insertions 
4 insertions, 10% off; 8 insertions 15% off. 
Due to the special rate, these discounts do 
not apply on Positions Wanted Advertise- 

ments 


—_— 7 — 
REMITTANCE MUST ACCOMPANY ORDER 
Send check or money order, 
not currency. 


== @ == 
HARDWARE AGE is published every other 
Thursday. Classified forms close 13 days 








previous to date of publication. 


Use this section to reach Hardware Manufacturers, Manufacturers’ Agents, 
Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen 


e CLASSIFIED ADVERTISING RATES e 





NOTE 
Samples of Literature, Mer- 
chandise, Catalogs, etc., will 
not be forwarded. 


Address your eusveapendenes and replies to 
HARDWARE AGE 
Classified Opportunities Dept. 
239 West 39th St., New York City 








BUSINESS OPPORTUNITIES | BUSINESS OPPORTUNITIES | BUSINESS OPPORTUNITIES 





known. 
houses. 





Chance of a Lifetime Available NOW to Right Party 


Controlling interest for sale in well-established Hardware Manufacturing Business 
located in an eastern state. Company manufactures representative line of high grade tools. 
Has been in successful operation many years and its products are widely and favorably 
Distribution is through the Hardware Jobber-Retailer channel, plus Mill Supply 
National acceptance of the company’s policies and products thoroughly established. 
Cash required will be in the neighborhood of $100,000, but plant, equipment and real estate 
worth considerably more than this figure. Increasing years and illness make it incumbent for 
present owners to withdraw from the business. Satisfactory terms can be made with the right 
party or interests. No brokers need apply. 


Address Box B-719,Care of HARDWARE AGE, 239 W. 39th St., New York, N. Y. 








MERCHANDISE WANTED—I BUY FOR 
cash small or large lots of manufacturers’ close 
outs, jobbers’ surpluses and any discontinued 
items in the hardware and harness line. Write 
me what you have to offer. Address Harry J. 
Epstein, 815 Central St., Kansas City, Mo. 





WANTED—SURPLUS STOCKS AND DIS- 
CONTINUED lines. We pay cash. Any quan- 
tity. We also purchase factory seconds and odd 
lots. We do not interfere with your regular 
sales organization or policy. We pay for sam- 
ples. Address—Victory Mfg. & Distributing Co., 
3108 Michigan Ave., Chicago, Ill. Phone—Vic- 
tory 8424. 





MANUFACTURER WOULD LIKE TO 
HEAR from hardware jobbers who are getting 
tired of seeing their retail hardware accounts 
undersold by the M. O. Houses on grinding 
wheels from 4” to 8” in diameter (75% of busi- 
ness being done in these sizes). Let us submit 
our plan which allows any retail hardware dealer 
to compete with profit. Address Box B-710, 
ome of Harpware AGE, 39th St., N. Y. 

ity. 


239 W. 





FOR SALE—HARDWARE AND DEPART- 
MENT STORE. Only hardware store in a town 
of 15,000 people. Nice clean stock. Corner loca- 
tion. Rent $40. If you have $3,950 cash and 
want a good established business, that is really 
making money, investigate. It’s a bargain. No 
agents. Address Freeman Hardware Company, 
Phenix City, Alabama. 





A SPLENDID OPPORTUNITY FOR HARD- 
WARE sstores that handle wall 
high-grade ceiling papers from a manufacturer 
who specializes in ceilings only. We make quality 
ceilings in many attractive patterns and use a 
aaery blank hanging. Buffalo Wall Paper Mfg. 

, P. O. Box 15 Station B, Buffalo, N. Y. 





FOR SALE—CLEAN STOCK OF hardware 
and sporting goods. Cash business, established 
four years showing profit every year. In pro- 
gressive outlying community of large city within 
100 miles of Chicago. Includes profitable repair 
business. Fixtures invoice less than $300. Very 
moderate sized stock. Address Box B-730, care 
of Harpware AGE, 239 W. 39th St., N. Y. City. 











Opportunity Offered 


A new, self-contained type of pipe joint 
that is selling right off the counter wherever 
it is displayed, offers hardware merchants 
everywhere an unusual opportunity to make 
slendid profits. This new joint eliminates 
all the bother and fuss of pipe joining; can 
be installed complete in less than a minute 
by anyone. Margin of profit is generous, re- 
teat busivess comes automatically. Oppor- 
tunities for sales in many different fields 
are unlimited. The product is attractive in 
anpearance and reliable in performance. 
Made by one of the oldest and largest man- 
ufacturers of pipe joints in the world. Sell- 
ing arrangements will be offered only to 
leading hardware merchants. Write for liter- 
ature, samples and further details. . a 
Dresser Manufacturing Company, Bradford, 
Pa. 











SALES REPRESENTATIVES WANTED 








ESTABLISHED MANUFACTURER HAS 


| SEVERAL OPENINGS exclusive territories. If 
| you are now calling regularly on hardware, mill, 

| and contractor supply trade and can add several 
| good items to your line, commission basis, our 


| proposition will interest you. 


Address Box 377, 
Toledo, Ohio. 





SALESMAN FOR TEXAS, OKLAHOMA, 
TO sell on commission basis with reasonable draw- 
ing account, old-established manufacturer’s line 
of builders. cabinet, light shelf hardware. Pre- 
fer man who knows builders’ hardware and ac- 
quainted with retail hardware and lumber trade. 
Give experience, lines now handled, references. 
Replies held confidential. Address Box B-734, 
+ oe of Harpware AGE, 239 W. 39th St., N. Y. 

ity. 


| 39th St, N.Y 
paper to buy | 








SALES REPRESENTATIVES WANTED 


ROPE SALESMEN WANTED—PHILIP- 
PINE MADE Manila Rope sideline, long estab- 
lished trade necessary. 5% commission. Write 
fully about yourself giving references. Address 
Box B-701, o.. of Harpware AcE, 239 W. 





ESTABLISHED MANUFACTURER HAS 
SEVERAL OPENINGS exclusive territories. If 
you are now calling regularly on hardware and 
department stores, also jobbers, and can add an 
additional item to your line, on a commission 
basis, write Box 483, Massillon, Ohio. 











WANTED ESTABLISHED REPRESENTA- 
TIVES CALLING ON hardware and automotive 
jobbers, to sell a staple line on a commission 
basis. Must have established trade contacts. In 
reply please state—lines carried, territory covered 
and firms you represent. Address Box B-743, 
care of Harpware AGE, 239 W. 39th St., 
N. Y. City. 





MANUFACTURERS’ REPRESENTATIVES 
—OPPORTUNITY TO ADD one of leading ad- 
vertised and complete lines of popular bench 
woodworking machinery, selling to leading retai) 
hardware, mill supply and machinery trade. Line 
well established and we invite you to check on 
that. Some desirable territories still open in 
East, Southeast and Middle West States. Write 
fully first letter. Address Box B-739, care of 
Harpware AGE, 239 W. 39th St., N. Y. City. 


SALES ACCOUNTS WANTED 


A WELL ESTABLISHED SALES ORGAN- 
IZATION wishes to represent two or three 
manufacturers in the Greater New York Market 
selling their products to hardware and _ house- 
furnishing trade on commission basis. Corre- 
spondence is invited. Calvin W. McCutchen & 
Company, Inc., 40 Worth Street, N. Y. City. 
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HELP WANTED 
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Hardware Personnel 


FROM THE MANAGER TO THE 
DELIVERY BOY 


WHOLESALE RETAIL 


Our files contain applications of several 
hundred experienced and well-trained em- 
ployees in the hardware industries. 


NO CHARGE TO EMPLOYERS 
FOR THIS SERVICE 


If we oan be of any help to you, just phene 


ASSOCIATED PLACEMENT BUREAU 
152 West 42nd Street New York City 
WIS. 7-1802, 1803 














OUTSIDE MILL SUPPLY — GENERAL 
HARDWARE salesman. Preferably one familiar 
with Hudson County, N On 40% commis- 
sion basis. Firm in business over five years. 
Fertile field. Address Box B-738, care of 
Harpware AGE, 239 W. 39th St., N. Y. City. 





SALESMAN—SIXTEEN YEARS’ EXPERI- 
ENCE IN the Metropolitan district and on the 
road. Open for proposition in the Metropolitan 
district. Can furnish Al credentials as to 
character, and ability. Address Box B-737, care 
of HArpware AGE, 239 W. 39th St., N. Y. C. 





CONNECTION WANTED WITH WHOLE- 
SALE OR retail hardware or paint company any- 
where in United States. Eight years’ experience 
in hardware and paint store. Age 24. Avail- 
able at once. Address Box B-744, care Harp- 
warRE AGE, 239 W. 39th St., N. Y. City. 





IOWA REPRESENTATION AVAILABLE 
TO RELIABLE Manufacturer by aggressive, 
capable, productive salesman. Capable of han- 
dling any line within hardware classification. Best 
of references and connections with both retail 
and jobber trade. Also good line yard connec- 
tions. Address Box B-740, care of HARDWARE 
AGE, 239 W. 39th St., N. Y. City. 





SALESMAN DESIRES CONNECTION AS 
MANUFACTURER’S or _ hardware jobbers’ 
representative for the Eastern and Central sec- 
tion of Pennsylvania as far as Johnstown. Age 
32 years, married, Christian. Travel by auto. 
Carry samples. Commission basis only. No 
drawing account considered. Address Box B-742, 
one of Harpware AGE, 239 W. 39th St., N. Y. 

ity. 





SALESMAN, THOROUGHLY RELIABLE, 
BACKED BY a successful record of 15 years 
selling reputable jobbing trade in Metropolitan 
New York, desires position as New York repre- 
sentative; highly recommended. Forty years of 
age, married, technical college education. Excep- 
tional contacts with several mill supply and whole- 
sale hardware accounts. Address Box B-692, 
care of Harpware Ace, 239 W. 39th St., N. Y 


City. 








WANTED—POSITION AS CLERK, AS- 
SISTANT manager or buyer in hardware or 
general store by young man with past 12 years’ 
experience; willing to go anywhere; in the best 
of health. Will furnish reference. Address Box 
B-745, care of HarpwaAare AGE, 239 W. 39th 
st. M.. ¥. City. 





BUILDERS’ HARDWARE ESTIMATOR 
AND SALESMAN located in Central New York 
would like position with either manufacturer or 
hardware store. Willing to go any place. Forty- 
four years of age, married and has three chil- 
dren. Twenty-nine years’ experience. Address 
Box B-741, care of HArpware AGE, 239 _ 
39th St., N. Y. City. 





MANUFACTURING AND SALES EXECU- 
TIVE, THOROUGHLY familiar with hardware 
business now available for position. Good person- 
ality, sales ability plus personal acquaintance 
with all larger jobbers makes me feel I can do 
real job for manufacturer needing sales help, 
production help or both. Have handled both large 
and small organizations. Age 43 years, married, 
Christian. Now general manager of leading com- 
pany in its field in hardware industry. Reason 
for change can be satisfactorily explained. Further 
details confidential. Address Box B-713, care of, 
Harpware AGE, 239 W. 39th St., N. Y. City. 














He ADVERTISED IN THE RIGHT MEDIUM 


This man wanted to represent a good hardware 
manufacturer—he told his story in the Classified 
Opportunities Section of Hardware Age— 


A nationally known company replied to his adver- 
tisement and he secured a desirable position through 
advertising in the right medium. 


HARDWARE AGE is noted for quick results — 
try it—send your ad to— 


HARDWARE AGE 


Classified Opportunities Dept. 


239 W. 39th Street 


New York, N. Y. 
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D-S COCOA MATS 
Look the Part! 


Darragh, Smail Cocoa Mats look the 
part. They have a pedigree—a repu- 
tation—75 years of it. Priced right, 
styled right, made right—they sell. 


WALTER C. PLUNDEKE 
Selling Agent 


DARRAGH, SMAIL & CO., Ltd. 
Balfour, Guthrie & Co., Ltd. 
295 Fifth Ave. New York City 



























Silver Lake Sash Cord |, 


GUARANTEED FOR 20 YEARS 


Tro) ha OF laceye! 


TUBEHANKS 
Dist Ur 


Silver I ike Co. 


I9 





Officers Who Rose from 
the Rank and File— 


The executives in this company know their handles 
from the ground up—from the log to the finished 
product. They are factory-trained—having grown 
up in it, so to speak, and spending years of service 
in the production end. 

Consequently they can talk handles with authority— 
and having served the trade so successfully for over 
36 years, is it not convincing evidence that we 
could serve YOU and yours as well? 

Learn what we've GOT! Send for samples, catalog 
and prices. Thank you. 


AMERICAN HANDLE COMPANY 


0 Jonesboro, Arkansas 











Vow'll be interested 


in the comments of an Osborn 


Brush Wholesaler whose message 
will appear in the Osborn full 


page advertisement next issue. 


THE OSBORN MANUFACTURING COMPANY 


5401 Hamilton Avenue - Cleveland, Ohio 
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A COMPETITIVELY PRICED TOOL 


THE occasional user can- 
not find a better torch for 
his purposes than this 
model which has a full 
length burner. Although 
it has all the sturdy, well-built 
features of C & L manufacture, 
it is priced to reach the widest 
market. C & L 600A and C & L 
158A are other torches in our 
popular-priced line. 


Write for descriptive folder to the 


CLAYTON & 
LAMBERT “cc: 


Detroit, Michigan 


Makers of World’s Largest 
Selling Firepots 








Trow & Holden 
TOOLS & SUPPLIES 


are guaranteed 


SEND FOR LATEST CATALOG 


TROW & HOLDEN CO. 
Barre, Vermont 


NEW 'i— 

WINNER! 

Vaughan’s 
LIME 


St» SQUEEZER 


. . . has so many superior features, it is bound to be a sensational 
seller, especially at this time of the year. Correctly designed. 
Careful workmanship. Made of processed steel. Excellent rust- 
proof and acid-proof finish. Conveniently packed 12 to a carton. 
A ready seller at 25c retail, with a good profit for you. Send for 
prices NOW. 


VAUGHAN NOVELTY MFG. CO., INC. 


World’s Largest Manufacturer of Can Openers 


3211 Carroll Avenue Chicago, U. S. A. 
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EVERY TIME You SELL WAX SELL WAXOFF 








that’s a “natural” Order from 
your jobber. Schalk Chemical 
Co., Los Angeles, Chicago. 
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LEPASES CASEIN GLUE 
LEPAGE’S LIQUID SOLDER 
LEPAGE'S GRIPSPREADER MUCILAGE 
LEPASE’S COLD WATER WALL SIZE 
: A} See bated phe? LEPAGE'S WATERPROOF CEMENT 
FL O| R E NC E ’ ? LEPAGE’Ss PAPER-HANGERS PASTE 


GARDNER, MASS. & : KANKAKEE, ILL. 


NEW YORK, CHICAGO, BOSTON, ATLANTA, DALLAS, DETROIT, SAN FRANCISCO RUSSIA CEMENT CO,,GLOUCESTER ° MASS. 


Ma j rX tile Enterprise Cold Pack Canner 









































Generous size — won- 
; _ derful value — sani- 
Dampers ; ryan 
sturdy construction— 

‘ / and aluminum radi- 


i: @ ee ee ee 3 ates — “or © 


every 
FIREPLACES a 5 t jar. It does a prize 

of a 5 winning job of home 

Bs =e, é canning— it will be an 
< outstanding seller for 
you. 2 sizes, 16 and 
18 quart, both 7 quart 
jar capacity. 


Available in 
ten, twelve, 
M . ti fourteen, six- 
QAJCESIIC fireplace dampers 4 = — teen and 
have built-on lintels, scientifically 3 “ ‘ eighteen 
designed throats and draft deflect- quart sizes. 
ing valves. They take the guess work ¥ sf Colorfully 
. Vai ney ta > puess ri , e 
soety ' ' . . # labeled to at- 
Pie mati cie) am abltroslommontceslelec melt ames: , a tract atten- 
fireplace building =o tion. Popu- 
DESCRIPTIVE BOOKLET re == ; larly priced. 


Fireplaces built with Majestic Damp- 
THE MAJESTIC CO. 
HUNTINGTON, IND. 


WRITE FOR 


ers do not smoke, give out plenty 


of heat. They are in reality the in- ; eeca ORDER 
spirational center of the home ideal- ; a # , FROM YOUR 


Vice mticiameiilemilcartattac 


Dealers will find that The Majestic 


Damper makes satisfied customers The Enterprise Aluminum Co. 
PYslemey tettevaceat prohts Massillon, Ohio 


gn REMCO PRODUCTS “ovo | sent 


DOMES of SILENCE 
UPHOLSTERY = 


THUMB TACKS 1Wilincwtion  \c@=aem Az ze 
CUSHIO 
aby RUBBER GLIDES ‘a nae 














(GURUS KEROSENE OR GASOLENE S > 
= NUMERAL FLATHEAD ONE PIECE 
ORIVE ON TYPE METAL BED TYPE N°9 NO 210 


Robert E. Miller, Inc. Deis eter ereienete 35 Pearl Street “sett 


Domes of Silence, Inc. REMCO REAL CARVED pg atten New York 


that our Trade-Mark appears 
OPTIMUS NO4S Swedish Optimus Co., Inc. on each package. if he is net suppiled—write us N. ¥, 














HARDWARE AGE 





IT MAY BE A BRUSH TO YOU ||| VESSIREE ,WOOSTER BRUSHES |} 
BUT TQ ME IT LOOKS LIKE ||/SELL ON SIGHT, AND FOLKS WONT NEED 
UNCLE CYS" WHISKER GLASSES TO SEE 'EM ON THIS SWELL 


AFTER THE LAST > WOOSTER SAMPLER Vert : 
( 


NOW HERE'S A 
GENUINE ZILCH’ 
BRUSH 


ew ASE ! y - 
HAPPY Days) ASMSTA DEAS! ETS WORTH PAINTING, ITS 
\ PL ARE HERE HoaTN | \ yi one! mine'|/WORTH A WOOSTER BRUSH 
(> ' A SE — : a 


Look at that vertical divider strip between your shelving! It’s 
hardly wide enough to hold so much as an advertising sign. But 
it will hold a Wooster Sampler, and make that tiny strip pay 
real dividends. The Wooster Sampler is a brightly decorated, two- 
sided swinging metal display board holding 26 popular Wooster 
Brushes . . . and how it does sell them! Ask your jobber, or write 
The Wooster Brush Company, Wooster, Ohio. 


W F¥o> ot 
SEIN ANYTHING gg ee 
® = = 
ge A brush to paint the house? .. . for varnishing 
\ linoleum? . .. to touch up auto fenders? No mat- 
ter what they ask for, there’s a brush which 
“Ted 


answers the question and the purpose on the 
the Tester” Wooster Sampler Model Line of twenty-six 
je Lester brushes . . . everyone Foss-Set, guaranteed. 





1843~Swspieian’s MWETY- Two YEARS OF HONORABLE SERVICE~1935 


eAPLEI 





BANAANY 
TT 


Every Pair 
is a <i 
Work of AS | DEALERS 
Mechanical Art ee AND THEIR PATRONS 
ay REALIZE 
The ) ae THAT 
Actual Test ca Q Counts” 
VALITY COUNTS 
Proves their worth 








OUR STOCK OF / 
ASK OUR SALESMAN TO 
CUTLERY IS COMPLETE SHOW YOU OUR FULL LINE 











“DIAMOND EDGE 1S A QUALITY PLEDGE” 


Shapleigh National Series No. 1802 HARDWARE AGE 








